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As  we  near  the  mid-point  of 
the1 983  recruiting  year,  indica- 
tors are  positive.  Through  your 
efforts,  not  only  are  we  exceeding 
100  percent  of  both  Active  and 
USAR  missions,  but  the  enlist- 
ment of  higher  mental  categories 
continues  to  rise. 

Of  85,493  total  Non-Prior 
Service  accessions,  90.2  percent 
are  High  School  Diploma  Grad- 
uates. You  have  enlisted  54,537 
Mental  Category  l-IIIA  soldiers, 
about  36.8  percent  more  than 
lastyearatthistime.  Thesetrends 
are  especially  visible  also  in 
combat  arms  enlistments.  The 
US  Army  Reserve  has  accessed 
12.9  percent  more  nonprior 
service  high  school  diploma 
graduates  than  last  year. 

To  sustain  this  pace,  you  can 
and  must  use  the  “Tools  of  the 
Trade”  thatare available.  These 
range  from  the  Army  College 
Fund  to  the  Simultaneous  Mem- 
bership Program.  In  between  are 
older,  tried  and  tested  tools  such 
as  Center  of  Influence  functions 
and  newer  tools  like  JOIN,  with 
potential  for  accelerating  and 
enhancing  the  recruiting  pro- 
cess. Effective  use  of  these  re- 
cruiting tools  is  the  secret  of 
success  for  recruiters. 


Congratulations  to  our  top 
recruiters  — Career  Counselor, 
Soldier  and  Civilian  of  the  Year 
for  FY  1982.  These  exemplary 
individualsappear  in  the  follow- 
ing pages,  where  they  discuss 
their  recruiting  philosophies  and 
their  successful  use  of  “Tools 
of  the  Trade.”  Details  on  our 
new  Recruiting  Sales  Kit,  meant 
to  complement  the  JOIN  pre- 
sentation or  to  be  used  inde- 
pendently, are  described  by  the 
Command’s  Training  Division. 

These  and  other  uses  of  re- 
cruiting tools  are  ideas  that  work. 
All  they  require  are  the  energy 
and  dedication  you  have  demon- 
strated in  the  past. 

Providing  the  Army’s  strength 
is  a tremendous  responsibility. 
I have  complete  confidence  that 
you,  using  the  tools  available, 
can  meet  this  responsibility  and 
that  1983  will  be  another  suc- 
cessful recruiting  year. 
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BEST  OF  ’82 


“The  selection  of  ‘the  best’  is  a common  annual 
practice  in  athletic,  business,  civic  and  other  organiza- 
tions,” stated  CSM  Geoffrey  S.  Smith,  USAREC’s  Com- 
mand Sergeant  Major.  “You  can  always  read  about  the 
most  valuable  player,  the  10-best  sellers  and  the  man  or 
woman  of  the  year.” 

“USAREC  is  no  different,”  Smith  added.  “Collectively 
we  had  a super  recruiting  year  during  1982.  Singularly, 
you’ve  seen  the  top  Active  Army  and  USAR  recruiters 
from  each  DRC  featured  in  the  all  VOLUNTEER  during 
the  past  few  months.” 

“Within  the  next  eight  pages,  you’ll  read  about  ‘USAREC’s 
Best  of  the  Year’.  In  addition  to  identifying  the  winners, 
the  feature  lists  the  nominees  in  each  of  the  eight 
categories,”  he  added. 


“Equally  important  are  the  more  than  10,000  military 
and  civilians  who  make  up  USAREC.  Those  highlighted 
within  these  pages  have  been  identified  as  the  best  of  the 
year  within  their  divisions,  and  rightly  so.  But  it  took  the 
efforts  of  the  entire  USAREC  team  to  have  the  record- 
setting recruiting  year  we  enjoyed  during  1982”,  con- 
cluded the  Command  Sergeant  Major. 

All  military  category  winners  will  be  awarded  the 
Meritorious  Service  Medal  with  Army  Commendation 
Medals  for  the  runners-up.  The  Active  Army,  USAR  and 
Soldier  winners  will  each  have  the  option  of  a Hawaiian 
trip  for  them  and  a family  member  or  a $1,500  savings 
bond.  Additionally,  the  Active  Army,  USAR  and  GS 
Recruiting  Specialists  have  been  named  respective  win- 
ners by  the  Secretary  of  the  Army. 


DECORATED  COMBAT  VETERAN 

Winner ...  A loser  who  never  quits 


If  statistics  alone  determined 
USAREC’s  Active  Army  Recruiter  of 
the  Year,  then  SEC  Ormond  G. 


Active 

Army 

Recruiter 
of  the 
Year 


Cunningham  of  the  Baltimore- 
Washington  DRC  (NERRC)  would 
surely  be  among  the  leaders  in  the 
competition.  Not  only  did  the  five- 
year  recruiting  veteran  top  his  GSM 
mission  by  183  percent,  he  exceeded 
his  I-IIIA  GSM  mission  by  more  than 
300  percent.  His  overall  yearly  ac- 
complishment was  more  than  double 
what  was  assigned  as  he  was  named 
USAREC’s  top  Active  Army  recruiter. 

“We  have  the  best  product,”  he 
stated.  “I  know  my  product,  believe  in 
it  and  work  damn  hard  to  tell  others 
about  it.” 

A veteran  of  three  Vietnam  tours, 
Cunningham  was  awarded  the  Silver 
Star  and  Bronze  Star  while  he  ac- 
cumulated eight  campaign  ribbons. 


SFC  Ormond  G.  Cunningham 
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He  also  earned  the  Combat  Infantry- 
man’s Badge  and  the  Pathfinder  and 
Senior  Parachutist  badges  during  his 
many  assignments  in  the  infantry. 

Cunningham’s  work  ethic  is  reveal- 
ed by  a quote  his  wife,  Teresa,  made 
at  a management  seminar.  “A  win- 
ner,” she  related,  “is  a loser... but  a 
loser  who  never  quits.” 

“If  you  look  at  the  recruiters  through- 
out USAREC”,  he  added,  “the  suc- 
cessful ones  do  the  same  things  I do. 
They  have  the  same  problems  with 
applicants  not  showing  up  or  being 
disqualified  at  MBPS.  But  you  have  to 
brush  these  problems  aside  and  talk  to 
the  next  applicant  and  tell  him  what 
you  can  do  for  him  if  he  enlists  in  the 
Army.” 


No  recruiter  can  succeed  without 
being  genuinely  interested  in  the  peo- 
ple he  tries  to  enlist,  and  Cunningham 
takes  a personal  interest  in  each  app- 
licant he  recruits. 

“Through  his  involvement  in  civic 
and  church  organizations,  community 
service  organizations,  school  and 
family  programs,  he  fosters  a spirit 
of  cooperation  between  the  Army  and 
the  community”,  stated  COL  William 
G.  Ganey,  NERRC  Gommander. 

“Be  truthful  with  your  applicants,” 
Gunningham  stated.  “They  and  their 
parents  will  be  your  best  centers  of 
influence  even  if  your  applicants  fail 
to  enlist.  Build  a rapport  with  an 
enlistee’s  family  so  they  will  tell  you 
how  their  son  or  daughter  is  progress- 
mg. 


Earning  the  recruiter  ring  during 
FY82,  Gunningham’s  DEP  manage- 
ment program  had  zero  defects  for  the 
year.  He  maintained  a perfect  record  of 
no  DEP  losses  during  the  entire  year. 

Not  limited  to  individual  achieve- 
ments, Gunningham  and  his  fellow 
recruiters  at  the  Westminster,  MD, 
Recruiting  Station  captured  the  3rd 
Quarter,  FY82  top  station  for  the  DRC 
with  over  300  percent  mission  accomp- 
lishment. 

Active  in  civic  organizations, 
Gunningham,  who  has  over  three-years 
college  credit  as  a business  major,  is 
director  of  a local  Lions  Club.  He  is  also 
a member  of  St.  John  Catholic  Church 
and  is  a Youth  Counselor  at  the  Carroll 
County  Recreation  Department. 

“Work  with  your  local  community, 
church  and  civic  organizations.  Don’t 
be  afraid  to  do  some  volunteer  work,” 
he  added.“Let  people  know  who  you 
are  and  what  you  can  do  for  them.” 

Cunningham  attributes  much  of  his 
success  to  his  family,  which  provides 
both  moral  and  practical  support. 
When  he  attends  a school  activity, 
such  as  a ballgame  or  musical  concert, 
he  takes  his  wife  and  two  daughters, 
Christina  and  Nicole,  introducing  them 
to  his  DEPs  and  their  families. 
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Others  nominated  as  USAREC’s  Active  Army  Recruiter  of  the  Year,  are: 

SFC  Arthur  A.  Dunham 

Portland  DRC  (WRRC) 

Hillsboro,  OR,  RS 

SFC  Phillip  J.  Hladky 

New  Orleans  DRC  (SERRC) 

Pascagoula,  MS,  RS 

SSG  Robert  S.  Meadows 

St.  Louis  DRC  (MWRRC) 

Rolla,  MO,  RS 

SSG(P)  Bert  E.  Thomas 

Raleigh  DRC  (SERRC) 

Fayetteville,  NC,  RS 

RECRUITING  FOR  TWO  YEARS 

Former  Redleg  from  ’Bama  USAR 


“Dealing  with  people... helping  people... has  always 
been  rewarding  to  me,”  stated  SEC  Ronald  E.  Dison  of 
the  Montgomery  DRC  [SERRC),  USAREC’s  USAR  Re- 
cruiter of  the  Year.  Dison,  assigned  to  a USAR  field 
artillery  unit  in  Alabama  prior  to  accepting  the  recruiting 
assignment  almost  two  years  ago,  has  over  a dozen  years 
of  total  service  time. 

Recruiting  from  the  station  in  Anniston,  AL,  Dison, 
his  wife,  Margie,  and  son,  Randy,  live  in  Talladega,  AL. 

Active  in  many  civic  organizations,  Dison  is  a member 
of  the  Talladega  Police  Reserve,  Chamber  of  Commerce, 
American  Legion  and  serves  as  a counselor  for  Eagle 
Scouts,  Boy  Scouts  of  America. 


USAR 
Recruiter 
of  the 
Year 
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A graduate  of  the  Advanced  NCOES  and  NCO  Academy, 
Dison  has  an  Associate  Degree  in  business. 

“I  visit  my  Reserve  units  every  month  and  keep  up  with 
the  progress  made  by  my  former  enlistees.  I know  they 
are  satisfied  when  they  ask  me  to  talk  to  a friend  about 
joining  their  unit,”  he  added. 

“All  the  training  we  receive  at  school  and  in  formal 
monthly  sessions  is  good,”  he  continued,  “but  a lot  of  the 
secrets  of  the  trade  are  more  quickly  learned  by  observing 
techniques  used  by  experienced  recruiters.” 

“I’ve  learned  a valuable  lesson... to  work  the  ASVAB 
list  as  quickly  as  possible,  trying  to  beat  the  other  service 
recruiters  to  the  prospect,”  Dison  remarked.  “Usually, 
the  first  recruiter  to  get  an  appointment  and  make  a good 
sales  presentation  gets  the  enlistment.” 

“Listening,  really  listening,  is  the  key  to  knowing  what 
to  sell.  If  you’ve  got  what  they  want  and  need,  and  the 
Reserves  do,  they’re  going  to  join.  I learn  as  much  as 
possible  about  the  applicant  at  the  first  meeting,”  he 
added.  “I  ask  them  to  tell  me  about  themselves.  By  the 
time  they’re  finished,  I pretty  well  know  what  they  are 
looking  for  and  can  emphasize  Reserve  benefits  that  will 
best  fit  their  needs.” 


SFC  Ronald  E.  Dison 


Others  nominated  as  USAREC’s  USAR  Recruiter  of  the  Year,  are: 


SFC  George  R.  Cleary,  Jr. 
SSG  James  M.  Horsey,  Sr. 

SFC  Robert  M.  Nelson 


Phoenix  DRC  (WRRC) 

Baltimore-Washington 
DRC  (NERRC) 

Omaha  DRC  (MWRRC) 


Tucson,  AZ,  USAR  Center 

Howard  Street, 

Baltimore,  MD,  RS 

Fargo,  ND,  RS 


FORMER  USAREC  SOLDIER 

Retired  recruiter’s  success  continues 


Recruiting 
Speciaiist 
of  the 
Year 


Earning  his  recruiting  ring  last  May, 
Donald  L.  Burgess  has  been  named 
USAREC’s  GS  Recruiting  Specialist  of 
the  Year.  Burgess,  a retired  NCO,  is 
assigned  to  the  Jacksonville  DRC 
(SERRC)  and  the  Longwood,  FL,  Re- 
cruiting Station. 

A former  baseball  umpire  at  both  the 
high  school  and  semi-pro  level, 
Burgess  received  academic  honors  two 


years  ago  while  earning  a business 
admininstration  degree.  He  is  a frequent 
speaker  in  high  schools,  colleges  and 
many  community  groups  in  Florida’s 
Volusia  and  Seminole  Counties. 

“When  time  allows,”  Burgess  stated, 
“community  involvement  such  as  speak- 
ing with  Rotary  or  Kiwanis  Clubs  plays  a 
role  in  recruiting  success  here.” 

He  is  active  in  the  Royal  Rangers 
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and  manages  a Little  League  baseball 
team. 

His  active  duty  Army  career  was 
filled  with  recruiting  assignments  in- 
cluding station  commander,  assistant 
area  commander  and  DRC  Profes- 
sional Development  NCO. 

Besides  ensuring  that  he  is  satisfied 
with  an  applicant’s  capability  and  that 
the  potential  enlistee  is  pleased  with  the 
USAR  unit,  Burgess  frequently  goes  one 
step  further.  Often  he  will  coordinate  an 
interview  between  the  applicant  and  a 
unit  member  to  further  minimize  pos- 
sible conflicts. 

“Establishing  rapport  with  USAR 


units  means  an  awful  lot,  “ he  added. 
“This  means  visiting  and  calling  fre- 
quently, even  if  just  to  say  hello  and 
ask  if  they  need  anything.” 

Burgess  emphasizes  this  communi- 
cations aspect  of  his  program  because 
he  feels  negative  verbal  feedback  to  a 
community  from  either  a dissatisfied 
enlistee  or  the  unit  is  immediate  and 
damaging. 

“I  accompany  all  enlistees  to  their 
unit,”  Burgess  said,  “and  while  there  I 
make  sure  I visit  with  prior  enlistees 
to  see  how  they’re  doing.  You  can’t 
forget  about  them  once  you  get  them 
in.” 


He  lives  with  his  wife,  Donna,  and 
two  children,  Dina  and  Dustin,  in 
Orlando,  FL. 

“If  I have  any  secret  to  success,”  he 
concluded,  “it’s  hard  work,  and  getting 
to  the  level  of  and  taking  an  interest  in 
your  applicants.  Don’t  mislead  and.be 
veiy  honest.  Anticipate  and  answer 
questions  thoroughly.  Then  follow-up 
is  very  vital.” 


Others  nominated  as  USAREC’s  GS  Recruiting  Specialist  of  the  Year,  are: 


Clarence  C.  Burris  Jr. 

Archie  L Cooksey 
George  W.  Miles 


Baltimore-Washington  DRC 
(NERRC) 

St.  Louis  DRC  (MWRRC) 
Denver  DRC  (SWRRC) 


Dover,  DE,  RS 

Festus,  MO,  RS 

Colorado  Springs  East, 
CO,  RS 


Donald  L.  Burgess 


GOOD  PRESCRIPTION 

‘By  all  means,  be  honest’ 

“To  achieve  success  in  nurse  recruiting,”  stated  SFC 
Lawrence  C.  Mercier,  USAREC’s  Nurse  Recruiter  of  the 
Year,  “my  advice  is  to  establish  a good  college  program, 
be  patient  to  achieve  credibility  with  honest  people  in  the 
beginning  and  by  all  means,  be  honest.”  The  14-year 
veteran  is  assigned  to  Richmond  DRC  (SERRC)  and 
works  from  Hampton,  VA,  Recruiting  Station. 

Enlisting  as  a Hercules  Fire  Control  Crewman,  Mercier 
has  had  overseas  assignments  in  Korea  and  Germany.  He 
began  his  recruiting  career  in  late  1977. 

“While  recruiting,”  he  added,  “paint  a true  picture, 
even  if  that  means  explaining  some  disadvantages.  If 
you’re  not  completely  honest,  sooner  or  later,  it  will 
come  back  to  haunt  you.” 


Nurse 
Recruiter 
of  the 
Year 
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The  Pennsylvania  native  is  responsible  for  over  30,000 
square  miles  of  recruiting  territory  in  Virginia.  Due  to  the 
normal  delay  between  a nurse  filing  an  application  and 
its  ultimate  status,  Mercier  maintains  continuous  contact 
with  the  potential  Army  nurse.  His  personal  service  and 
liaison  nets  him  respect  from  the  nurse  applicants  and  in 
turn,  referrals  from  the  medical  community. 

“The  job  involves  a lot  of  travel  in  order  to  develop  an 
effective  recruiting  program  in  the  entire  state,”  Mercier 
stated.  “And  there’s  a lot  of  telephone  work  to  complete 
the  job,  but  it’s  necessary  and  important  to  success.” 
“Due  to  the  critical  shortage  in  nursing,  the  job  market 
is  very  competitive,”  he  concluded.  “There  are  many 
employment  options  available  today  for  nurses.  To 
counter  this,  I feel  I have  to  be  extremely  professional 
and  work  even  harder  at  recruiting.” 


SFC  Lawrence  C.  Mercier 


Others  nominated  as  USAREC’s  Nurse  Recruiter  of  the  Year,  are: 


SFC  David  N.  Inwood,  II 
SFC  Andrew  J.  Knell,  Jr. 
SGT  Richard  M.  Young 


Denver-DRC  (SWRRC) 

Chicago  DRC  (MWRRC) 

Baitimore-Washington  DRC 
(NERRC) 


HELICOPTER  REPAIRER  INSTRUCTOR 

rm  a ‘Show  and  telT  recruiter 


New 

Recruiter 
of  the 
Year 


Assigned  to  the  Mongomery  DRC 
(SERRC)  in  June,  1981,  SGT(P)  Steven 
L.  Parker  is  USAREC’s  New  Recruit- 
er of  the  Year.  The  Alabama  native 
entered  the  army  more  than  seven 
years  ago  and  enlisted  as  a Utility 
Helicopter  Repairer. 

“I’m  a ‘show  and  tell’  recruiter,” 
Parker  said.  “I  go  into  great  detail  as 


far  as  what  the  Army  has  to  offer  and 
talk  the  applicant  through  training  up 
to  being  a permanent  party  member.” 
A former  instructor  in  the  MOS 
67N,  Observation/Scout  Helicopter 
Repairer,  Parker  claims  aviation  as 
his  first  love.  While  at  Ft.  Rucker, 
AL,  he  was  selected  as  NCO  of  the 
Month  two  years  ago. 
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“I  try  to  treat  all  applicants  as  if  they 
were  in  my  shoes,”  Parker  continued. 
“When  we  go  into  detail,  I talk  straight. 
I tell  them  the  good  and  bad  points. 
Often  ni  use  the  Army  Occupational 
Handbook  and  look  with  the  applicant 
at  a half  dozen  or  more  different  job 
offerings.  I then  go  into  greater  detail 
describing  these.  I also  stress  the  Army 
College  Fund  and  two-year  program.” 
“Whenever  a person  begins  to  fill 


out  a packet,”  Parker  concluded,  “I 
have  them  take  an  ink  pen  for  all  future 
processing  matters.  That  way  they 
have  our  address  and  phone  number 
as  handy  as  their  pen.  It’s  a little 
tradition  I have  among  my  appli- 
cants.” 

Parker  lives  with  his  wife,  Lorene, 
and  two  children,  Angel  and  Steven 
II,  in  Pensacola,  FL,  the  city  from 
which  he  recruits. 


“I  have  the  best  school  in  the  entire 
county.  I put  the  dean’s  son  in  the 
Army  and  the  senior  guidance  coun- 
selor’s son  is  also  a member.  They  are 
very  pro-military  and  good  to  work 
with,”  he  added. 


SGT(P)  Steven  L Parker 


Others  nominated  as  USAREC’s  New  Recruiter  of  the  Year,  are: 

SSG  Ronald  B.  Buster 

Minneapolis  DRC 

West  Lake  Street, 

(MWRRC) 

Minneapolis,  MN,  RS 

SSG  Donald  O.  Carroll 

Portland  DRC  (WRRC) 

Milwaukie,  OR,  RS 

SSG  Clifford  M.  Harvey 

Harrisburg  DRC  (NERRC) 

Carlisle,  PA,  RS 

SSG  Russell  P.  Roloff 

Denver  DRC  (SWRRC) 

Boulder,  CO,  RS 

SERVED  AS  DRILL  INSTRUCTOR 

Over  a decade  of  REUP  work 


Serving  as  a Career  Counselor  for  over  11  years,  SFC 
Johnny  R.  Thomas  of  MWRRC  was  named  USAREC’s 
Career  Counselor  of  the  Year.  The  17-year  Army  veteran 


Career 
Counselor 
of  the 
Year 


has  seen  duty  as  a drill  instructor  and  served  two  combat 
arms  tours  in  Vietnam. 

Assigned  to  USAREC  in  1980,  the  Louisiana  native 
has  guided  the  Region’s  reenlistment  rate  for  his  first  two 
years  to  146.6%  and  127%  respectively. 

“I  think  I have  a genuine  concern  for  the  individual,” 
Thomas  stated.  “I  try  to  satisfy  the  mission  of  the 
command  and  the  Army  while  still  being  able  to  feel  for 
the  soldier.” 

Currently  enrolled  in  his  final  course  leading  to  a 
business  management  degree,  Thomas  was  wounded 
during  his  first  Vietnam  tour.  While  his  wounds  were 
healing,  Thomas  left  the  Army.  However,  after  a short 
period,  he  rejoined  and  soon  became  a drill  instructor. 

“Regardless  of  the  circumstances,”  Thomas  said,  “I  try 
to  face  each  challenge  with  a positive  attitude  and  a smile 
on  my  face.  Whenever  you  feel  down  you  are  normally 
unable  to  project  a positive  image.  I try  to  get  away  from 
the  situation  and  release  the  tension.” 
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An  active  weight  lifter,  Thomas  remarked,  “When  I 
talk  to  someone  for  the  first  time  who  has  a limited 
knowledge  of  the  reenlistment  program,  I take  a very 
elementary  approach.  I try  to  educate  the  soldier  as  to  the 
available  options.  This  concept  saves  me  a lot  of  time  and 
reduces  the  irrelevant  questions.  The  person  you’re 
working  with  is  better  served  and  less  confused.” 
Thomas,  his  wife,  Theresa,  and  two  daughters.  Daphne 
and  Nicole,  live  at  Ft.  Sheridan,  IL. 


Also  nominated  as  USAREC’s  Career  Counselor  of  the  Year: 

SFC  Michael  D.  Belote  SERRC 

SFC  Johnny  R.  Thomas 


PREVIOUS  TOUR  WITH  SHAPE 

Awards  clerk  awarded  big  award 


An  administrative  specialist  at  the 
Denver  DRC  (SWRRC)  SP5  Sheryl  L. 
Oxendine  has  been  named  USAREC’s 


Soldier  of  the  Year.  The  Ohio  native 
was  assigned  to  the  DRC  in  October, 
1981,  following  a tour  of  almost  five- 
years  at  Supreme  Headquarters 
Allied  Powers  Europe  (SHAPE)  in 
Belgium. 

Oxendine  serves  as  the  awards 
clerk  for  the  Denver  recruiters.  She 
received  the  Army  Achievement 
Medal  last  year  for  establishing  the 
current  DRC  awards  program. 

“She  is  a totally  dedicated,  selfless 
and  enthusiastic  person,”  stated  COL 
Thomas  J.P.  Jones,  SWRRC  Com- 
mander. “When  not  directly  engaged 
in  her  duties,  she  is  consistently  pur- 
suing ways  to  be  productive  by  help- 
ing with  general  office  administration 
throughout  the  entire  DRC.” 

“I  enjoy  my  job,”  Oxendine  said.  “It 
is  satisfying  to  be  an  awards  clerk,  to 
see  people  smile.  I plan  to  make  the 
Army  a career.” 


Soldier 

of 

the 

Year 


"If  I were  out  in  the  civilian  sector,” 
she  projected,  “I’d  probably  be  stuck 
in  some  stenographic  pool  and  never 
get  the  training  the  Army’s  given  me 
or  meet  the  different  types  of  people 
found  in  the  Army.” 
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“My  philosophy  is  to  know  your 
job,  the  regulations  governing  your 
job  and  the  personnel  involved,” 
Oxendine  stated.  “I  believe  in  time 
efficiency  and  start  preparing  for  re- 
ports and  close  outs  prior  to  the  sus- 
pense date.” 

“The  Army  has  lots  of  advantages 
for  career  development,  and  women 
have  more  freedom  and  are  treated 
equally,”  she  concluded. 


Others  nominated  as  USAREC’s  Soldier  of  the  Year,  are: 


SFC  Alan  G.  Barlow 

SP6  Delois  S.  Bouie- 
Hendricks 

SSG  Harley  J.  Cartwright 
SSG  Patricia  N.  Conway 
SP4  David  A.  Hogue 

SP5  Maria  M.  Perez- 
Wullert 


Baitimore-Washington 
DRC  (NERRC) 

HQ,  USAREC 

Omaha  DRC  (MWRRC) 
Honolulu  DRC  (WRRC) 
Richmond  DRC  (SERRC) 
Support  Center 


Assistant  Operations  NCO 

Senior  Computer  Console 
Operator 

Personnel  NCO 
Supply  Sergeant 
Assistant  Personnel  NCO 
Designer/Illustrator 


BELIEVES  IN  THE  MISSION 

USAREC  team  member  since  ’71 


Marilyn  S.  Millikin,  a writer/editor  in  the  St  Louis 
DRC  (MWRRC]  A&SP  shop  was  named  USAREC  Civilian 
Employee  of  the  Year.  A member  of  the  recruiting  team 
since  1971,  Millikin  was  an  advertising  clerk  until  she 
was  promoted  to  her  current  position  this  past  January. 

“I  firmly  believe  in  the  mission  of  Army  recruiting,” 
Millikin  said,  “both  active  and  reserve.  Personally,  I feel 
my  involvement  is  important  to  the  mission.  Therefore, 
anything  I can  do,  even  if  it  appears  small  and  trivial,  is 
something  I want  to  do  well.” 

A member  of  the  South  County  Bible  Church,  St. 
Louis,  Millikin  has  been  active  in  the  church  choir  for 
over  15  years.  She  also  serves  as  a volunteer  at  a 
childrens  hospital  and  has  been  involved  with  the  Junior 
League  for  more  than  10  years. 

“I’m  a happy  person,”  she  added.  “I  have  a happy 
personality.  I think  that  affects  my  ability  to  mix  and 
work  well  with  all  types  of  people.” 

As  A&SP  clerk,  her  duties  fell  mainly  within  the 
COI/DEP  functional  area  and  management  of  the  General 
Officer  Speaker  program.  She  was  also  responsible  for 
the  preparation  and  fund  control  of  advertising  contracts. 


Marilyn  S.  Millikin 


Last  summer,  Millikin  was  detailed  to  assist  the  DRC 
Education  Coordinator  in  planning  and  conducting  Mili- 
tary/Educator forums  for  both  Missouri  and  Illinois. 

“I  feel  our  office  and  DRC  is  well  managed.  We  try  to 
take  as  much  of  the  load  off  the  recruiting  force  as 
possible,”  she  concluded.  “We  try  to  accomplish  the 
majority  of  the  task  before  getting  the  recruiter  involved.” 


Others  nominated  as  USAREC’s  Civilian  of  the  Year,  are: 


Lois  C.  Argo 
Margaret  F.  Bolls 
Velma  J.  Burrs 
P.  Judy  Poland 
Thomas  L.  Smith 


Nashville  DRC  (SERRC) 

Jackson  DRC  (SWRRC) 

San  Francisco  DRC  (WRRC) 

Albany  DRC  (NERRC) 

HQ,  USAREC  (Enlistment 
Standards  Directorate) 


George  L.  Staten 


Support  Center  (Concepts 
and  Design  Division) 


Support  Services  Specialist 
Secretary-Steno 
Education  Coordinator 
Public  Affairs  Specialist 
Secretary-Steno 

Supervisory  Public  Affairs 
Specialist 


Civilian 

Employee 

of  the 
Year 
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A new  kit  in  town 


Staff  feature 
USAREC-RO-T 

Today’s  modern  Army  is  highly 
sophisticated  and  constantly  prepar- 
ed to  defend  America’s  freedoms  and 
interests.  To  man  this  dynamic  organ- 
ization with  its  technically  mature 
hardware,  USAREC  must  continue  to 
enlist  the  highest  quality  applicants. 

The  recruiting  process  requires  time, 
patience,  a professionally  trained  and 
motivated  soldier/representative  and 
some  form  of  evidence  of  what  the 
Army  and  its  opportunities  are  really 
like. 

To  meet  this  requirement,  USAREC  s 
Recruiting  Operations-Training  Div- 
ision has  developed  the  second  gen- 
eration Army  Recruiter  Sales  Kit,  a 
sophisticated,  yet  user-friendly  selling 

12 


tool.  The  kit  is  in  distribution  through- 
out the  command.  Written  comments 
on  the  kit  should  be  addressed  to 
USAREC-RO-T. 

The  Army  Recruiter  Sales  Kit  is  a 
matched  ensemble  that  includes  a 
carrying  case,  a 6-ring  planning  guide, 
a legal-sized  portfolio  with  pen  holder 
and  a pair  of  3-ring  binders  that  house 
the  sales  book  (USAREC  Pam  601-8) 
with  over  100  full-color,  laminated 
pages  and  recruiting  regulations.  The 
binders  received  a designer  award 
from  the  Binding  Institute  of  America. 

The  sales  kit  is  designed  to  assist 
recruiters  in  accurately  presenting 
opportunities  and  expectations  of 
Army  life  to  prospects  and  appli- 
cants. In  addition,  the  kit  is  intended 
to  appeal  to  the  civilian  community 


and  can  be  used  by  recruiters  to  en- 
hance their  reputation  of  belonging  to 
and  representing  a professional,  dyn- 
amic organization. 

Although  the  sales  book  uses  drama- 
tic graphics  to  tell  the  Army  story,  the 
doctrinal  sales  cycle  steps  and  prin- 
ciples presented  are  not  new  to  re- 
cruiters. 

The  companion  document  (USAREC 
Pam  601-8-1]  is  used  in  conjunction  with 
the  sales  book  for  training  purposes.  It 
further  explains  what  the  photographs 
of  the  sales  book  mean  to  the  prospect 
or  applicant  and  includes  many  “tips  of 
the  trade.’’ 

The  sales  book  is  tabbed  in  patriotic 
red,  white  and  blue,  with  both  the 
steps  of  the  sales  cycle  and  the  phases 
of  the  enlistment  process  through 

all 
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Advanced  Individual  Training.  Other 
opportunities  and  programs  portrayed 
include  the  Delayed  Entry  Program, 
the  Army  Reserve,  the  Army  Nurse 
Corps  and  a separate  “Options”  section. 


Poem  included 

The  book  opens  with  the  Army 
slogan  “Be  All  You  Can  Be”  and  is 
followed  by  a poem,  “We  Under- 
stand”, written  by  MAJ  J.  David 
Bryan,  USAREC-RO-T.  A theme  of 
patriotism,  concern  and  awareness  of 
individual  needs  and  goals  flows 
throughout  the  book. 

The  sales  book  is  a flexible  tool  for 
use  by  both  Active  Army  and  Reserve 
recruiters.  There  will  always  be  a 
need  for  revision  and  update  as  new 
programs  and  opportunities  become 
available  and  older  ones  obsolete. 
There  are  several  sections  throughout 
the  book  where  recruiters  are  en- 
couraged to  personalize  their  pre- 
sentation by  adding  photographs  and 
testimonials  of  their  applicants. 

Presently  the  “Other  Programs”  sec- 
tion is  in  the  planning  stages  and  is 
expected  to  be  in  the  field  near  the  end 
of  the  year.  This  section  will  expand 
USAR  recruiting  and  will  include  in- 
formation on  OCS,  WOFT,  JAG,  West 
Point,  Ranger  and  Special  Forces. 


Works  with  JOIN 


r7=we  understand  ♦ ♦ 


it’s  a world  like  no  other  - a shimmering 

blue  sapphire  set  in  the  vastness  of  the 
universe, 

it’s  a world  of  complexity  and  change... 

...of  problems  and  promise... 

...of  happiness  and  hope... 
a world  of  big  beginnings  - it’s  your 
world; 

you’re  sketching  your  plan,  looking  ahead, 
making  your  presence  known, 

we  understand. 

there’s  no  one  like  you,  you’re  unique  in 
the  history  of  mankind, 
you’re  young,  bright,  inquisitive,  full  of 
dreams,  and  ideas, 

seeking  new  vistas,  new  horizons,  new 
rainbows  in  your  life, 
your  potential  is  unlimited,  you  want  to 
achieve,  you’re  restless  to  get  going, 

we  understand. 

you  understand  challenge,  teamwork  and 
responsibility, 

you  demand  respect  for  individual  worth 

and  recognition  of  individual  accomplishment, 
you  understand  brotherhood,  fellowship, 
friendship, 

you  understand  how  others  feel  because  you 
feel. 


Another  facet  of  the  sales  book  is 
that  it  is  in  harmony  with  the  Joint 
Optical  Information  Network  (JOIN) 
sales  presentation.  Recruiters  will  not 
have  to  relearn  what  is  in  the  sales 
book  when  the  JOIN  systems  are  in- 
stalled and  functional.  The  same  flow 
is  maintained  in  both  presentations, 
allowing  easy  transition  from  one  to 
the  other. 

The  Army  Recruiter  Sales  Kit  is 
designed  as  a sales  tool  to  assist  re- 
cruiters in  persuading  highly  qualified 
men  and  women  to  fill  the  ranks  of 
today’s  modern  Army.  Recruiters  will 
not  only  be  able  to  talk  about  the 
Army,  they  will  show,  through  the  use 
of  professional  visual  aids,  what  it’s 
really  like  to  be  a soldier  and  “Be  All 
You  Can  Be.” 


we  understand. 


you  hold  the  future  of  the  world  in  your 
collective  hands, 

you’ve  come  to  realize  that  freedom  isn’t 
free,  that  peace  is  often  piecemeal, 
as  with  generations  who  have  answered  the  call 
of  liberty 

you  know  your  nation,  your  world,  needs  you 

now  - your  time,  your  talent,  your  commitment, 
it’s  your  turn  at  the  wheel;  you  know  this  to 
be  true. 

we’re  ready  for  you,  we’re  the  army, 
we  understand. 

Major  J.  David  Bryan 
USAREC-RO-T 
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Advertising 

direction  in 
Drogoiott 

DKC 


Story  by 
Rob  Gardner 
Little  Rock  DRC 

I.M.  Good,  A&SP  Chief  in  Bragalott 
District  Recruiting  Command,  had 
really  gone  “all  out”  to  impress  Colonel 
Wise  during  the  advertising  portion  of 
the  command  briefing. 

Through  colorful  slides.  Good  pre- 
sented his  advertising  and  sales  pro- 
motion programs  in  a way  that  clearly 
showed  his  creative  genius  and  innova- 
tive approach  in  conveying  the  Army 
message  to  the  public. 

All  seemed  to  be  going  so  well  until 
he  had  shown  his  final  slide.  At  this 
point,  he  asked,  “Sir,  do  you  have  any 
questions?” 

“Just  one,”  the  Colonel  said  thought- 
fully. “How  many  people  have  you 
put  in  boots  this  fiscal  year?” 

Mr.  Good  had  no  good  answer.  But 
the  question  kept  ringing  in  his  ears 
long  after  the  briefing  had  ended. 

For  the  first  time,  he  realized  that 


while  he  had  an  impressive  program, 
he  had  failed  to  relate  it  to  the 
recruiter's  bottom  line  - PRODUCTION. 

In  the  months  that  followed,  the 
young  A&SP  Chief  began  a personal 
campaign  to  change  the  direction  of 
advertising  in  the  Bragalott  DRC. 

His  first  step  was  to  review  the 
objectives  established  by  USAREC 
for  local  advertising.  He  carefully 
studied  each  one: 

• Generate  quality  leads. 

• Give  visibility  and  support  to 
recruiters. 

• Supplement  the  national  program. 

• Increase  awareness. 

• Support  the  overall  recruiting 
mission. 

With  these  objectives  well  in  mind, 
he  took  a close  look  at  his  own  pro- 
gram. Not  liking  what  he  saw,  he 
began  making  changes. 

In  the  past,  he  had  assumed  that  his 
efforts  were  responsible  for  generating 


“Sir,  do  you  hove 
ony  questions?" 
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leads  although  he  had  never  thought 
about  the  quality  of  those  leads. 

Mr.  Good  began  devising  new 
methods  to  insure  that  local  advertis- 
ing leads  were  reported  and  docu- 
mented. His  first  step  was  to  develop 
a coupon  response  campaign  in  DRC 
high  schools.  To  obtain  the  premium 
he  offered,  the  student  was  required 
to  take  the  coupon  to  the  local  recruiter 
who,  in  turn,  forwarded  it  to  the  A&SP 
shop.  A&SP  folks  recorded  the  lead 
and  sent  the  premium  to  the  recruiter 
who  had  one  more  chance  to  talk  to  the 
student  when  he  came  by  the  recruiting 
station  for  the  premium. 

But  it  didn’t  stop  there.  Through 
coordination  with  the  Operations  Offi- 
cer, the  A&SP  chief  compared  his  lead 
information  to  actual  enlistments  and 
came  up  with  a local  conversion  rate. 
The  effort  paid  off.  Mr.  Good  now 
knew  not  only  the  number  of  leads  he 
was  generating,  but  also  the  quality  of 
those  leads. 

With  this  process  started.  Good 
realized  that  USAREC’s  second  objec- 
tive was  also  being  met.  He  was 
gaining  visibility  for  recruiters  and 
giving  them  the  support  they  needed. 

Then  he  was  faced  with  the  question 
of  how  to  best  supplement  the  national 
program. 

He  was  surprised  to  find  some 
USAREG  help  in  that  area  too.  In  one 
of  his  files,  he  found  a fact  sheet  that 
provided  percentage  guidance  for 
market  distribution  of  local  funds. 
This  same  sheet  also  had  flexible  guid- 
ance on  advertising  themes  to  be  used 
locally.  With  this  information,  he 
found  it  easy  to  integrate  his  efforts 
with  the  national  program. 

To  increase  awareness.  Good  made 
changes  in  both  his  TAIR  activities 
and  his  paid  advertising. 

While  his  past  TAIR  events  had 
created  awareness,  he  now  thought  of 
ways  to  use  more  high  technology 
presentations  in  his  high  schools.  He 
used  new  ways  of  presenting  the  Army 
as  a modern,  progressive  organization, 
capable  of  providing  meaningful 
career  options  for  smart  young  people. 

The  A&SP  Ghief  then  faced  his 
final  objective  - to  support  the  overall 
recruiting  mission.  He  knew  that  this 
one  would  require  getting  into  the 


mainstream  of  his  organization.  He 
started  by  talking  with  the  Operations 
Officer,  the  Sergeant  Major  and  then 
field  recruiters.  He  watched  production 
on  a daily  basis  and  targeted  his  ad- 
vertising efforts  accordingly. 

By  taking  these  steps,  Mr.  Good 
found  that  his  advertising  support 
was  not  only  efficient,  but  also  effec- 
tive. For  the  first  time,  he  was  able  to 
support  the  overall  recruiting  mission. 
He  understood  production  and  problems 
associated  with  it  through  close  coor- 


dination with  the  rest  of  the  staff.  He 
was  now  a team  member. 

Because  of  Colonel  Wise’s  question. 
Good  was  now  on  his  way  to  establi- 
shing a well-defined,  structured  local 
advertising  program  with  meaningful 
goals.  He  was  now  exploring  new 
strategies  for  future  advertising,  finely 
tuned  to  mission  requirements. 

This  story  about  Mr.  Good  and 
Colonel  Wise  in  Bragalott  is  fictional, 
but  it  offers  us  some  points  to  ponder 
that  are  very  real  ...  T 


"Just  one/' the  colonel  said  thoughtfully. 

"How  many  people  have  you  put  in  boots 
this  fiscal  year?" 
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STAR  OF  STAGE,  SCREEN  AND  TELEVISION  Forrest 
Tucker,  is  now  an  Honorary  US  Army  Recruiter.  He  was 
officially  proclaimed  as  such  in  a ceremony  following  his 
appearance  as  “The  Country  Gentleman,”  at  San 
Antonio’s  Fiesta  Dinner  Playhouse. 


Forrest  Tucker,  star  of  the  TV  series  “F  Troop,  ” played  the 
role  of  Sergeant  O’Rourke  with  some  authority.  He  had  been 
an  enlisted  member  of  the  US  Army  cavalry  prior  to  World  War 
II.  The  star  of  stage,  screen  and  television  can  now  be  seen  on 
the  TV  series  “Filthy  Rich,  ’’  playing  the  role  of  the  dearly 
departed  father,  “Big  Guy.  ’’ 

Tucker  is  a genuine  article,  having  been  an  enlisted 
cavalryman  prior  to  World  War  II,  and  an  officer  in  the 
Signal  Corps  during  WW  II.  He  served  at  Ft.  Meyer  and 
Front  Royal,  VA,  as  the  “wheel  team  driver  on  a 75  mm” 
and  as  a member  of  E Troop,  3d  Cavalry,  16th  Field 
Artillery  during  the  “30”’ , an  experience  which  stood  him 
in  good  stead  when  he  played  the  role  of  Sergeant 
O’Rourke  in  the  TV  Series  “F  Troop.” 


Following  the  presentation.  Tucker  made  a curtain 
speech  addressed  to  the  audience,  in  which  he  stated  that 
he  had  been  a “horse  soldier,”  and  that  he  felt  singularly 
honored  and  touched  by  the  award.  He  stated  that  every 
man  in  the  room  had  been  or  would  have  the  opportunity 
to  serve  his  country,  and  that  he  felt  it  was  the  greatest 
thing  a man  could  do.  “I  admire  these  men  here  tonight,” 
he  said.  “They  are  currently  in  that  profession,  and  I feel 
safe  to  walk  the  streets  in  this  country  because  of  them.” 

He  stated  further  that  the  award  would  hold  a place  of 
honor  in  his  home,  and  that  it  meant  a great  deal  to  him. 
The  audience  listened,  spellbound,  then  as  one,  arose  to 
give  him  a thunderous  standing  ovation.  (Patricia  Shrop- 
shire, San  Antonio  DRC] 


A PERFORMANCE  BY  THE  WEST  POINT  MILITARY 
ACADEMY  BAND  and  a keynote  address  by  the  Secretary 
of  the  Army  highlighted  Friday’s  swearing-in  of  63 
recruits  here. 

The  63  young  men  have  been  recruited  from  the  North 
Country  and  have  been  guaranteed  initial  assignment  at 
Ft.  Drum  with  B Company,  76th  Engineer  Battalion. 
Those  assignments  will  begin  in  early  1983,  after  basic 
and  advanced  training  at  Ft.  Leonard  Wood. 


North  Country  area  recruits  raise  their  right  hands  during  the 
swearing-in  ceremony  held  at  Fort  Drum,  as  they  repeat  the 
enlistment  induction  oath  read  by  the  Secretary  of  the  Army, 
John  O.  Marsh,  Jr.  The  54  recruits  are  undergoing  Basic 
Combat  training  at  Fort  Leonard  Wood,  MO. 

Secretary  of  the  Army  John  O.  Marsh,  Jr.,  officiated 
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at  the  official  swearing-in  ceremony  on  the  review 
grounds  in  front  of  the  Pine  Plains  Recreation  Center  on 
post.  He  also  delivered  the  keynote  address  and  reviewed 
the  formation  of  troops  from  three  Ft.  Drum  units. 

The  West  Point  band  performed  during  the  ceremony. 
The  public  was  invited  to  the  swearing-in. 

The  Ft.  Drum  units  taking  part  in  the  formation  were 
Headquarters  Company,  B Company  of  the  76th  Engineer 
Battalion,  and  the  553rd  Engineer  Detachment.  A 19-gun 
salute  was  fired  by  members  of  the  post  Law  Enforcement 
Activity,  formerly  the  68th  Military  Police  Detachment. 

The  new  soldiers  had  been  signed  up  by  Army  recruiters 
throughout  Upstate  New  York  over  the  past  several 
weeks.  They  will  become  a part  of  the  76th  Engineer 
Battalion,  which  is  being  assigned  to  Ft.  Drum  through 
next  October.  Two  additional  companies  of  the  battalion 
will  be  transferred  from  Ft.  Meade,  to  join  B Company 
which  has  been  here  since  1980. 

As  combat  engineers,  the  soldiers  will  work  on  up- 
grading training  facilities  at  Ft.  Drum.  Those  facilities 
are  used  by  some  40,000  National  Guardsmen  and  Army 
Reservists  for  two  weeks  of  annual  training  each  summer 
and  about  10,000  regular  Army  troops  for  cold  weather 
training  each  winter.  (Ft  Drum  PAO,  Richard  V.  Dowling) 


HISTORICAL  ARTIFACTS  HAVE  BEEN  FOUND  in 

many  exotic  places,  in  jungles,  deserts,  on  mountains 
and  under  the  seas,  but  seldom  in  trash  as  was  a WWII 
relic  recently  found  in  Pittsburgh. 

A WWII  Women’s  Army  Corps  poster  was  uncovered 
in  trash  in  a printer’s  shop  that  was  being  demolished  to 
make  way  for  Pittsburgh’s  East  Street  expressway  project. 

The  tattered  poster  was  spotted  by  Wenceslaus  J. 
Kocian,  55,  a guard  at  the  H.J.  Heinz  Company’s  north 
side  plant.  Kocian,  who  served  with  the  Army’s  77th 
Division,  31st  Field  Artillery  Battalion  during  WWII, 
instantly  recognized  the  historical  value  of  his  find  and 
attempted  to  notify  local  military  officials.  “After  several 
attempts  I was  finally  put  in  touch  with  the  Pittsburgh 
DRC  commander  who  expressed  an  interest  in  this 
obvious  collecters  item,”  said  Kocian. 

The  vintage  WAC  poster  depicts  a young  woman  in  a 
class  A uniform  with  helmet  and  backpack  boarding  a 
ship  and  headlined,  “I’d  rather  be  with  them  — than 
waiting”. 

Thanks  to  Kocian’s  alertness,  the  Department  of  the 
Army  now  has  another  vintage  WWII  poster  to  add  to  its 
collection.  (Jim  McCarthy,  Pittsburgh  DRC) 


WWII  posters  such  as  this  vintage  WAC  poster  displayed  by 
Wenceslaus  J.  Kocian,  serve  to  remind  us  of  the  history  of 
meeting  the  Army’s  manpower  needs  in  time  of  war  and 
peace. 


“NOW  WE’VE  GOT  ALL  THE  BASES  COVERED,”  said 
Tsgt  Mary  J.  Heater,  during  a joint  Army,  Air  Force 
and  Navy  exercise. 

The  exercise  that  Heater,  an  Air  Force  Reserve  recruiter 
at  Richards-Gebaur  AFB,  MO,  referred  to  was  the  enlist- 
ment of  her  daughter  into  the  Army  Reserve.  Heater’s 
husband.  Chief  Petty  Officer  Robert  Heater,  also  attended 
the  ceremony  representing  the  Navy. 

Kim  Glavin,  the  Heater’s  daughter,  chose  the  Army 

y 


March  1983 


17 


for  the  bonus  and  for  her  job  training  as  a photolitho- 
grapher. She  will  serve  with  the  308th  Psyops  Company, 
at  Richards-Gebaur,  after  she  returns  from  training. 
(Peggy  Parsons,  Kansas  City  DRC) 


SFC  Dave  Lewis,  USAR  recruiter  from  Kansas  City,  congratu- 
lates Kim  Glavin,  after  her  swearing-in  ceremony  at  the 
Kansas  City  DRC.  With  her  enlistment,  as  her  mother  and 
father  attend,  Glavin  represents  the  third  branch  of  a military 
service  in  her  immediate  family. 


THE  43  MEMBERS  OF  THE  DAYTON  RECRUITING 
AREA,  part  of  the  Cincinnati  DRC,  recently  demonstrat- 
ed their  physical  fitness  in  a 36-mile  run  from  Dayton  to 
Cincinnati. 

In  keeping  with  the  belief  that  the  best  spokesman  for 
the  Army  is  a physically  fit  soldier.  Captain  Curtis 
Shoffner, commander  of  the  Dayton  area,  led  his  men  on 
the  five-hour,  33-minute  jaunt  to  Cincinnati. 

Upon  arrival  in  Cincinnati,  Captain  Shoffner  was 
greeted  by  Brigadier  General  Allen  K.  One,  Deputy 
Commanding  General  of  USAREG;  Colonel  Jerry  A. 
Thomas,  Deputy  Commander  for  Midwest  Recruiting 
Region;  and  Lieutenant  Colonel  (P)  Donnie  C. 
Courson,  Commander  of  the  Cincinnati  DRC.  The 
runners  carried  with  them  the  US  colors  and  the 
recruiting  command  flag.  These  were  presented  to 
General  Ono. 

Those  participating  in  the  run  were:  Captain  Shoffner, 
Master  Sergeant  Phil  Frahott,  Sergeants  First  Class, 
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BG  Allen  K.  Ono,  Deputy  Commanding  General  of  USAREC, 
accepts  the  colors  from  CRT  Curtis  Shoffner  at  the  completion 
of  the  36-mile  run  from  Dayton,  to  Cincinnati. 

Wayne  Davis,  Rickie  Dean,  Terry  McCall,  John  Dauteil, 
Mike  Wooten,  Ed  Jackson,  Gene  Williams,  Gene  Moran, 
Linden  Purtlehaugh,  Gary  Daniels,  Donald  Forrer, 
William  Shivler,  Marvin  Phillips,  Mike  Meece,  Ed 
Brochu,  Willie  Washington,  and  Tim  Nowland.  Staff 
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Sergeants  Larry  Byrd,  Rus  Hall,  Ron  McCormack, 
Arthur  Rexroad,  Arthur  Jones,  Ernie  Hutchins,  Johnny 
Woods,  Michael  Allen,  C.J.  Dargan,  Jasper  Jackson, 
Jim  Basta,  Larry  Ott,  Rick  Bradley,  Bob  Keeton,  Jim 
Barnett,  Bob  Millard,  Roy  Tillman,  Jeffrey  Buedel, 
Bobby  Owens  and  Paul  Howell.  Sergeant  Odra  Yonts, 
Privates  First  Class,  Dennie  Hall  and  John  Abshear. 
Also  participating  was  civilian  Michael  Joyce.  (Bob 
Lessels,  Cincinnati  DRC) 

FIREWORKS  CELEBRITIES,  the  full  University  of 
Tennessee  marching  band,  a crowd  of  more  than  40,000 
spectators  and  the  101st  Airborne  Division  Band  were 
present  in  Knoxville,  Tennessee  for  the  official  closing 
of  the  1982  World’s  Fair. 


Backdroppsd  by  the  sunsphere  and  the  Saudi  Arabian  Pavilion, 
the  101  St  Airborne  Stage  Band  performed  at  the  World’s  Fair 
in  Knoxville.  The  band’s  appearance  at  the  World’s  Fair  was 
sponsored  by  the  Army  Recruiting  Command  and  coordinated 
by  the  Army  Nashville  DRC. 


The  101st  band’s  participation  for  the  fair  closing  was 
part  of  a three-day  concert  schedule  at  the  fair  in  which 
the  band  performed  one  concert  each  day. 

Performances  (not  including  the  closing  ceremony]  of 
the  band  were  seen  by  nearly  45,000  fair-goers. 

The  bands  participation  at  the  World’s  Fair  was 
sponsored  by  U S AREC  and  coordinated  by  the  N ashville 
DRC.  (SFC  Rick  Hayeland,  Nashville  DRC) 


ARMY  COLLEGE  FUND  BOOKLETS  have  been  presented 
by  Jacksonville  DRC  Commander  Lieutenant  Colonel 
Allyn  J.  Palmer  to  hundreds  of  influencers.  Recently  he 
was  able  to  present  a booklet  to  a very  special  influencer, 
Florida  Governor  Bob  Graham. 


Florida  Governor  Bob  Graham  presents  a Certificate  of  Appre- 
ciation to  Jacksonville  DRC  Commander  LTC  Allyn  J.  Palmer. 


The  occasion  was  the  annual  planning  session  of  the 
Governor’s  Gouncil  on  Physical  Fitness  and  Sports. 
Palmer  was  present  to  accept  a Certificate  of  Appreciation 
from  the  Governor  on  behalf  of  the  Recruiting  Command. 
The  certificate  was  in  appreciation  for  an  appearance  by 
the  Continental  Color  Guard  at  last  summer’s  Sunshine 
Games,  an  Olympic-style  competition  for  Florida  athletes. 

In  all,  the  Jacksonville  DRC’s  relationship  with  the 
Governor’s  Council  and  the  Sunshine  Games  has  been  a 
great  boon  to  recruiting.  Not  only  was  the  Army  represented 
in  front  of  thousands  of  high  school  athletes,  but  the 
Army  College  Fund  message  was  delivered  to  many 
important  influencers,  including  the  Governor. 

Even  more  important,  the  groundwork  has  been  laid 
for  continued  cooperation.  Not  only  has  the  Army  been 
invited  to  participate  in  next  year’s  Sunshine  Games,  but 
the  DRG  has  been  asked  to  provide  a speaker  for  next 
year’s  Florida’s  Athlete-Leader  Conference.  This  repre- 
sents an  opportunity  for  the  Army  message  to  reach  over 
100  high  school  juniors  selected  as  the  top  scholar 
athletes  in  the  state.  (Steve  Otten,  Jacksonville  DRC) 
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By  T.A.  Trooper 
ARNEWS 

Art  by  Len  Trzeciak 
USAREC-PA 


It  all  started  when  I was  just  a 
lad,  bald-headed  and  stupid. 

I remember  sitting  in  that  huge 
auditorium  in  downtown  Ft.  Knox 
with  the  rest  of  the  guys  in  my  basic 
training  company.  We  were  being  a 
little  loud  and  fritzy,  poking  each 
other  in  sophomoric  foolishness  as 
a result  of  having  spent  the  entire 
last  week  in  the  field.  Now  at  last 
we  were  inside  this  wonderfully 
enclosed  building,  not  really  caring 
what  class  we  were  about  to  be 
taught. 

Suddenly  the  house  lights  dim- 
med and  a drill  sergeant  screamed 
for  silence.  Anticipating  whispers 
echoed  around  the  room:  “Movie! 
It’s  going  to  be  a movie!” 

An  officer  came  out  on  stage  just 
as  I noticed  they  had  sealed  off  all 
the  exits  to  the  auditorium.  He 
looked  us  over  and  then  spoke. 

“Today,”  he  said  with  a serious 
look  on  his  face,  “you  men  are 
going  to  see  something  no  civilian 
will  ever  get  to  see. . .”  We  began  to 
nervously. 


“A  few  of  you  out  there  might  get 
to  feeling  a little  faint  upon  seeing 
this,”  he  said,  “but  I want  you  to 
remember  that  thousands  and 
thousands  of  soldiers  before  you 
have  gone  through  the  same  thing. 

He  paused  and  took  a deep 
breath.  Suddenly  a weird,  almost 
inhuman  smile  spread  across  his 
face. 

“Trainees,”  he  said  slowly,  “you 
are  about  to  see  your  first  Army 
training  film.” 

Someone  screamed. 

I’ll  never  forget  that  day,  how  we 
all  sort  of  grew  up  a little  together 
in  the  darkness  of  that  movie 
theater.  We  sat  transfixed,  our 
eyes  glued  to  the  screen,  as  we 
witnessed  one  of  the  great  training 
films  of  all  times,  that  veneral 
disease  epic  “Count  Spirochete.” 

Boy.  That  was  one  heck  of  a 
cartoon. 

Since  then,  those  cinematic 
works  of  military  wisdom  have 
been  a major  influence  on  my  life.  I 
guess  you  could  say  that  I’ve  seen  a 
lot  of  training  films,  and  I’ve  seen 
some  of  the  great  ones:  “Drowning 
is  for  Dummies,”  “Your  Friend  the 
Officer,”  “Lawn  Mower  Safety,” 


and  “Son  of  Lawn  Mower  Safety” 
just  to  name  a few. 

After  watching  these  and  other 
films, I’ve  come  to  the  conclusion 
that  they  were  designed  to  teach 
the  soldier  something  without 
letting  him  on  to  the  fact  that  he’s 
learning  anything.  You  probably 
thought  the  bad  acting,  cliche 
situations,  kazoo  music,  and 
warbled  narration  were  all  flaws 
within  the  film,  but  I tend  to 
believe  they  are  all  ingenious 
elements  in  the  Pentagon’s  metho- 
dical attempt  to  pass  on  the  official 
word  ... 

Or  confuse  us  into  submission, 
whichever  comes  first. 

There  are  a few  ways  in  which 
training  films  achieve  their  goal. 
Sometimes  they  use  the  standard 
good-guy,  bad-guy  routine,  in 
which  the  good  guy,  in  this  case  an 
American  soldier,  does  something 
hero-ic  like  refusing  to  sell  a post 
newspaper  while  being  held 
captive  by  the  enemy. 

The  bad  guy,  a horrible-looking, 
scar-faced  man  wearing  a monocle 
and  speaking  with  either  a German 
or  Russian  acent,  at  first  tries  to 
tempt  our  hero  with  cigarettes  or 
Yankee  tickets,  then  gets  nasty  and 
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laugh.  “Don’t  you  like  vegetables? 
They  have  lots  of  vitamins  in  them. 
Who  knows?  They  just  might  be 
good  for  you!” 

“Get  outta  here,”  says  one  of  the 
three,  his  face  stuffed  with 
goodies.  “We  don’t  need  any  of 
your  vitamins.  C’mon  fellas,  let’s 
go  get  some  more  colas!” 

Well  as  fate  would  have  it,  the 
three  sweet-tooths  end  up  having 
to  carry  a load  of  ammunition  from 
a stranded  truck  to  the  front  lines, 
where  their  buddies  are  being 
overrun  by  the  enemy.  Of  course, 
being  without  proper  nourishment 
they  soon  collapse,  and  in  the  final 
scene  they  lay  dead.  And,  just 
when  you  think  they’ve  been 
ruthlessly  killed  by  the  enemy,  the 
narrator  says  matter-of-factly, 
“Yes,  Smarties  and  Klondikes  killed 
these  soldiers.” 


Yes,  there  are  lessons  to  be 
learned  from  training  films  - good, 
valuable  lessons  which  will  guide 
you  along  the  path  of  life.  These 
are  troubled  times  we  live  in, 
friend,  and  you  don’t  know  where 
you’ll  be  tomorrow.  All  you  know 
is  that  things  may  get  a lot  worse 
before  they  get  better,  and  it’s  up  to 
each  individual  soldier  to  do  his 
part.  I,  for  one,  am  eating  my 
vegetables. 


threatens  him  with  acts  of  inde- 
scribable torture  and  pain.  Our  hero 
raises  his  sweaty  head  from  the 
floor,  gallantly  wipes  a trickle  of 
blood  from  the  corner  of  his  mouth, 
and  says  something  classic,  like, 
“Yea?  You  and  who’s  Army?” 

Oh,  yea.  There’s  nothing  like  a 
good  old  fashioned  "spit-in-the- 
face-of-death”  to  get  your  point 
across.  Works  everytime. 

More  often  than  that,  though. 
Army  training  films  use  scare 
tactics.  One  of  the  best  examples  of 
this  is  in  a film  called  “The  Late 
Great  Gompany  B.”  It’s  an  old  film, 
but  the  Army  is  still  using  it  today 
because  the  messages  and  wisdom 
it  contains  are  timeless. 

There’s  this  one  scene  in  which 
three  soldiers  are  sitting  in  the  post 
exchange  snack  bar  literally 
devouring  candies,  ice  cream  and 
soft  drinks  with  both  hands. 
Another  friend  of  theirs,  a tall, 
good-looking  Aryan  stereotype 
with  perfect  teeth,  asks  them  why 
they  aren’t  eating  chow  in  the  mess 
hall. 

“Yech,”  they  scream.  “We’re  not 
eating  that  stuff!  No  sir!” 

“What’s  wrong  with  you  guys,” 
the  good-looking  guy  says  with  a 
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Story  and  Photos  by  Charlotte  Woodward 
San  Francisco  DRC 


Kelly  Lee,  ArmyDEP 
enlistee,  and  SSG 
Charles  Gilbert,  her 
recruiter  from  the 
Richmond,  CA,  Re- 
cruiting Station,  San 
Francisco  DRC,  dis- 
play a facsimile  of 
$20, 1 00  to  educators 
at  a recent  COI 
function.  The  money 
represented  the  total 
entitlements  Kelly 
can  attain  through 
participation  in  the 
Army  Coliege  Fund. 


What  are  the  ingredients  for  a good 
Center  of  Influence  function?  some 
would  say  mix  30  or  so  educators,  the 
JOIN  system,  a DEP  enlistee  and  a 
stack  of  “money”  representing  $20,100 
from  the  Army  College  Fund,  season 
to  taste  with  members  of  the  recruit- 
ing station,  area  and  DRC,  and  serve 
with  a good  dinner  in  pleasant  sur- 
roundings. 

Richmond,  California,  recruiters 
recently  held  such  a function.  Over  30 
educators  including  administrators 
from  the  Richmond  Unified  School 
District  gathered  at  a dinner  meeting. 

Also  attending  were  DEP  enlistee. 
Miss  Kelly  Lee;  recruiters  from  the 
Richmond  RS;  CPT  Randy  Riggins, 
Oakland  Area  Commander,  and 
representing  the  San  Francisco  DRC, 
Ms.  Velma  Burrs,  Education  Co- 
ordinator, and  LTC  Norman  Chung, 
DRC  Commander. 
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A bit  of  mystery  prevailed  due  to  a 
large  table  at  the  front  of  the  room 
with  its  contents  hidden  under  a green 
cloth.  A smaller  table  at  the  back  was 
similarly  covered. 

SFC  Herbert  Macindoe,  Richmond 
station  commander,  informed  the 
group  that  Richmond  had  contributed 
to  a very  successful  year  for  the  Army 
and  thanked  them  for  their  contri- 
bution and  their  quality  young  people. 

He  then  introduced  Burrs  who  ex- 
plained the  ASVAB  testing  program. 
She  emphasized  that  both  the  in-school 
testing  and  the  group  consultation 
following  receipt  of  the  scores  are  of 
no  cost  to  the  school. 

Riggins  explained  the  advantages 
and  opportunities  of  the  Army,  em- 
phasizing the  Army  College  Fund. 

All  this  was  preliminary  to  MSG 
Michael  Lane,  Oakland’s  Assistant 
Area  Commander,  who  startled  the 
guests  when  he  said,  “We’re  spending 
over  $750, 000  this  year  in  payments  to 
Richmond  students  who’ve  joined  the 
Army  and  elected  to  be  part  of  the 


Army  College  Fund.  And  next  year, 
we’re  hoping  to  get  to  one  and  a half 
million.” 

Lane  then  introduced  Kelly,  who 
will  train  as  a signal  security  specialist. 
A second  year  student  at  a community 
college,  Kelly,  who  enlisted  for  the 
Army  College  Fund,  plans  to  continue 
her  education  after  her  three- year  en- 
listment. 

At  this  point.  Lane  removed  the 
cover  from  the  table  and  presented  the 
JOIN  system.  Kelly  and  Lane  demon- 
strated the  system  through  a simu- 
lated interview.  All  of  her  test  scores, 
education,  experience,  hobbies  and 
physical  condition  were  presented  to 
the  system. 

At  the  push  of  a button,  the  edu- 
cators saw  the  jobs  for  which  she 
qualified.  Kelly  then  named  a specific 
job  and  a film  illustrating  her  selection 
was  shown  on  the  JOIN  screen.  Once 
she  made  her  selection,  the  computer 
determined  when  a school  seat  for 
training  would  be  available. 

The  educators  were  impressed  when 
they  learned  the  recruiter  could  obtain  a 


printout  from  the  computer.  A sample 
printout  was  included  in  each  edu- 
cator’s packet.  The  printout  allowed 
Kelly  to  show  her  parents  and  friends 
her  qualifications.  She  saw  her  pro- 
jected pay  and  entitlements  over  the 
period  of  her  enlistment.  The  printout 
reflected  any  bonus,  if  authorized, 
and  included  the  contributions  of  both 
her  and  the  government  toward  the 
Army  College  Fund. 

For  Kelly,  the  printout  illustrated 
maximum  Army  College  Fund  par- 
ticipation for  her  three-year  enlist- 
ment in  signal  security  with  the  total 
entitlement  at  $20,100.  The  printout 
also  indicated  her  MBPS  reporting 
date  and  where  and  when  she  reports 
for  basic  and  advanced  training. 

After  dinner,  Kelly’s  recruiter,  SSG 
Charles  Gilbert,  rolled  out  the  smaller 
covered  table.  When  he  removed  the 
cover,  both  Kelly  and  the  other  dinner 
guests  saw  what  appeared  to  be  sev- 
eral stacks  of  money,  a facsimile  of 
$20,100,  the  amount  she’ll  receive  as  a 
maximum  contributor  to  the  Army 
College  Fund.  y 


Educators  join  DEP  Kelly  Lee  andMSG  Michael  Lane,  Assis- 
tant Area  Commander,  Oakland  Area,  San  Francisco  DRC,  as 
the  pair  demonstrate  JOIN  during  a COI  dinner-meeting. 


Kelly  and  Lane  conducted  a simulated  interview  for  the 
educators  who  were  impressed  with  the  system’s  capability  to 
produce  a computer  printout  for  the  new  enlistee. 
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Cincinnati  wages 
small  scale  war 


Story  by  Bob  Lessels 
Cincinnati  DRC 
Photos  by 
1 LT  Al  Westerman 
Cincinnati  DRC 


Cincinnati  DRC  may  be  the  only 
DRC  in  USAREC  with  two  motor 
pools.  One  consists  of  the  cars,  vans 
and  trucks  used  by  Army  recruiters 
here  to  accomplish  their  mission.  The 
other  sits  atop  a desk  in  the  advertising 
and  sales  promotion  branch. 

This  mini-motor  pool  built  by  Bob 
Lessels,  Public  Information  Special- 
ist, consists  of  models  of  current  Army 
and  Army  Reserve  vehicles  and  air- 
craft. All  of  these  models  are  available 
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to  recruiters  and  members  of  visiting 
TAIR  teams  to  assist  them  in  their 
presentation  to  high  schools. 

It  is  difficult  for  a visiting  combat 
arms  team  to  describe  an  M-60A3 
tank,  an  M-106  A2  mortar  carrier  or  a 
UH-1  helicopter  to  a class  of  seniors. 
The  models  make  the  job  a bit  easier. 
In  addition  to  the  models  of  US  veh- 
icles, the  display  also  includes  several 
models  of  vehicles  used  by  NATO 
nations.  There  are  even  a few  models 
of  Warsaw  Pact  tanks  to  allow  speak- 
ers to  discuss  the  “other  side.” 

The  project  of  building  the  motor 
pool  or  models  began  in  March  1982. 
The  models  were  acquired  as  an  out- 
of-pocket  expense  and  built  during 
off-duty  hours.  One  problem  immed- 
iately faced,  however,  was  that  there 


are  very  few  models  of  current  Army 
tanks,  etc.,  available.  Inl/35th  scale, 
the  only  models  available  were  of  the 
M-48A3,  M-60A1  andM-60A2  tanks, 
the  M-551  Sheridan  assault  vehicle, 
the  M-113,  M-106  and  M-577  tracked 
armored  personnel  carriers,  and  the 
M-151  MUTT  or  1/4  ton  truck.  Eight 
vehicles  were  not  enough  for  a truly 
representative  display,  especially 
since  the  M-60A2  and  M-48  A3  are  no 
longer  in  active  service  and  all  of  the 
M-113  series  vehicles  are  of  the  early 
gasoline-engine  type.  Updating  and 
converting  the  kits  was  mandatory. 

Requests  for  information  to  assist 
in  the  project  were  sent  out  to  Army 
agencies  across  the  nation  and  the 
response  was  overwhelming! 

Drawings,  photos  and  technical  data 

all 
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Models  of  the  UH-1,  AH-lG  and  AH- 
1 S and  a CH-47  also  are  in  the  display. 
Future  plans  include  the  UH-60  and 
AH-64  helicopters. 

A variety  of  camouflage  schemes 
have  been  used  in  painting  the  models 
to  show  graphically  that  the  Army’s 
mission  ranges  from  the  arctic  to  the 
tropics. 

A request  has  been  sent  to  the 
recruiting  support  center  for  const- 
ruction of  a display  case  to  house  the 
models.  Until  it  arrives,  the  models 
are  loaned  out  on  an  as-needed  basis, 
one  at  a time. 

As  regards  cost  effectiveness  and 
savings  for  USAREC,  models  can’t  be 
beat.  The  cost  of  hauling  an  M-60A3 
tank  around  a DRC  is  prohibitive  — a 
model  of  the  M-60A3  tank  can  fit  in  a 
shoebox  and  still  provide  the  recruiter 
or  TAIR  team  member  with  a valuable 
tool  in  making  his  or  her  presentation. 
When  not  in  use  at  school  presen- 
tations, the  models  can  be  used  to 
grace  recruiting  station  windows, 
hopefully  attracting  young  persons  in 
to  talk  to  the  recruiters. 

The  models  may  be  small,  but  their 
impact  and  usefulness  to  recruiting  is 
great.  ^ 


poured  in,  greatly  facilitating  the 
problem  of  converting  existing  kits  to 
different  models.  With  the  inform- 
ation provided  — along  with  manuals 
on  camoflage  painting  and  vehicle 
markings  — it  was  possible  to  greatly 
expand  the  display. 

One  M-48A3  was  upgraded  to  the 
105mm  gunned  M-48A5.  An  M-60A1 
was  upgraded  to  M-60A3  standard 
while  a second  was  back-dated  to  M- 
60  standard.  Other  M-48  A3  kits  were 
converted  to  bulldozer- equipped 
versions  and  one  M-60A1  was  remade 
into  the  combat  engineer  vehicle. 

The  M-577  kit  was  changed  to 
represent  a field  aid  station  vehicle 
while  an  M-113  was  converted  into 
the  armored  ambulance  variant. 
Other  M-113  s were  adapted  as  M-132 
flamethrowers,  M-901  improved 
TOW  vehicles,  and  an  M-113  A2  with 
external  fuel  tanks.  An  M-106  mortar 
carrier  was  converted  to  the  M-125 
mortar  carrier. 

The  M-151  kits  provided  several 
options.  So  far  we  have  completed  an 
M-718  forward  area  ambulance,  a 


TOW-equipped  M-151  and  a 106  mm 
recoiless  rifle  armed  M-151. 

To  add  realism,  the  models  have 
been  placed  in  diorama  settings. 
Aviation  has  not  been  ignored. 


Among  the  many 
models  built  by  Bob 
Lessels  are,  the  M-1 
Abrams  main  battle 
tank,  pictured  on  the 
opposite  page,  the 
improved  Hawk  Mis- 
sile (right)  and  the 
Tow  wire  guided  mis- 
siie  above  right 
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MBPS  PROCESSING 


A guide  for  recruiters 


Story  & Photos  by 
Peggy  A.  Parsons 
Kansas  City  DRC 

“Ladies  and  gentlemen,  please  make 
four  lines  in  front  of  the  counter  for 
your  respective  branches  of  service.” 

These  are  the  words  that  begin  the 
process  of  turning  Army  applicants 
into  Army  enlistees.  Many  who  ap- 
pear at  the  counter  won’t  finish  the 
day-long  induction  process  at  the  Mili- 
tary Entrance  Processing  Station 
(MEPS).  Some  will  not  finish  because 
of  the  natural  “weeding  out”  process 
of  applicants.  Others  will  not  finish 
due  to  incomplete  forms,  obvious 
physical  problems,  law  violations  and 
other  delaying  or  disqualifying  factors 
that  could  have  been  detected  during 
the  recruiters  prescreening  process. 

There  are  specific  guidelines  for 
prescreening  applicants  that  every 
recruiter  has  been  taught.  Following 
these  guidelines  normally  eliminates 
the  obviously  unqualified  applicant. 
The  disqualifying  factor  of  unscreened 
applicants  will  surface,  and  neither 
temporary  nor  permanently  rejected 


applicants  will  make  a recruiter’s 
mission.  The  mistakes  are  both  costly 
and  time  consuming.  The  regulations 
that  cover  the  prescreening  process 
are  covered  in  AR  350-7  and  AR  601- 
210.  The  regulations  go  into  detail 


about  what  should  be  done  to  make 
sure  an  applicant  is  ready  for  MEPS. 

MEPS  personnel  realize  that  re- 
cruiters are  not  doctors  or  test  evalu- 
ators, but  because  the  MEPS  personnel 
deal  with  all  applicants  going  into  all 
branches  of  the  service,  they  can  give 
some  pointers  on  processing  that  will 
save  recruiters  time,  money  and  maybe 
some  missions. 

There  are  three  types  of  processing. 
One  is  for  applicants  who  have  already 
tested  before  coming  to  the  MEPS, 
and  need  only  physicals  and  qualifi- 
cation. The  second  type  is  for  appli- 
cants coming  to  the  MEPS  to  be 
mentally  tested,  only.  The  third  is  for 
both  mental  testing  and  for  full  proces- 
sing (including  physical,  fingerprinting, 
swearing-in,  etc.)  This  article  will 
focus  on  the  full  processing  portion. 

After  check-in,  the  first  stop  in 
processing  is  the  Mental  Testing  Sec- 
tion. The  most  frequent  delaying 
factor  in  the  testing  procedure  is  the 
improper  completion  of  the  MEPCOM 
Form  714- A,  Request  for  Examination. 
Incorrect  social  security  numbers. 


wrong  middle  initials,  etc.,  have  either 
delayed  or  denied  an  applicant  access 
to  these  tests.  This  form  is  not  only 
used  by  the  testing  section  at  the 
MEPS,  but  other  sections  use  the  714- 
A,  as  well,  to  track  information  on 


i 

Individual  interviews  with  the  MEPS 
physician  determine  an  applicant’s  over- 
all health,  and  give  applicants  a chance 
to  discuss  individual  cases  with  the  doc- 
tor. The  MEPS  physician  is  the  final  word 
in  determining  the  fitness  of  an  applicant 
for  military  duty. 

applicants  during  the  day.  So  the 
information  given  must  be  correct. 

After  testing,  applicants  are  routed 
to  the  Medical  Section  to  begin  physi- 
cals. Eye  and  hearing  tests  are  given 
first.  Eye  testers  would  like  to  remind 
recruiters  to  make  sure  applicants 
who  wear  glasses  (even  occasionally), 
bring  them  when  they  test.  Also,  if  an 
applicant  wears  contact  lenses,  the 
contacts  should  not  be  worn  72  hours 
prior  to  the  examination.  Hearing  tests 
are  given  in  sound-proof  booths  with 
calibrated  audiometers  to  test  appli- 
cant hearing. 

Applicants  then  are  divided  into 
groups,  according  to  sex,  for  the  next 
portion  of  the  physical.  Blood  samples. 


“Ladies  and  gentlemen,  please  make  four  lines  in 
front  of  the  counter  for  your  respective  branches  of 
service.  ” 
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urine  specimens  and  chest  x-rays  are 
taken.  If  abnormalities  show  up  in 
any  of  these  tests,  and  a doctor’s  letter 
doesn’t  accompany  the  packet  clarify- 
ing the  condition,  the  applicant  will 
be  sent  to  an  outside  consulting  specialist, 
at  government  expense.  The  applicant’s 
physical  will  stop  at  this  point  until 
the  results  of  the  specialist’s  exami- 
nation are  returned  to  the  MEPS  for 
evaluation. 

Pregnancy  tests,  venereal  disease 
tests  and  special  x-rays  for  specific 
surgery  or  injury  can  be  given  without 
sending  an  applicant  to  an  outside 
source. 

Height,  weight  and  blood  pressure 
are  taken.  If  an  applicant  has  a weight 
problem,  a temporary  hold  is  placed 
on  the  packet  until  the  standard  is 
met.  Applicants  will  only  be  weighed 
once  a day.  Weight  loss  or  gain  to 
achieve  proper  weight  goals  cannot 
exceed  1-2  pounds  per  week  during 
this  hold  period.  This  is  to  prevent 
applicants  from  either  fasting  or  stuf- 
fing themselves  momentarily  to 
achieve  proper  weight. 

If  a blood  pressure  test  is  high  or 
low,  it  is  retaken  three  separate  times 


MEPS  medical  technicians  test  blood 
and  urine  specimens  of  applicants  at  the 
induction  center.  If  abnormalities  show 
up  in  the  tests,  outside  specialists  exa- 
mine applicants  and  make  recommend- 
dations  to  the  MEPS  physician. 


Applicants  who  wear  glasses  (even  occasionally)  should  be  reminded  to  bring  them 
when  they  are  evaluated.  Contact  lenses  should  not  be  worn  72  hours  prior  to  being 
tested. 


Range  of  motion  tests  are  given  for 
balance,  equilibrium  and  restriction 
of  joint  movement  that  might  hamper 
a soldier’s  job  performance.  The  guide- 
lines used  by  the  MEPS  for  these 
exercises  are  in  AR  40-501,  and  appli- 
cants are  given  ample  chances  to  pass 
this  part  of  the  test.  Range  of  motion 
exercises  are  also  directly  affected  by 
the  excessive  intake  of  alcohol. 

The  applicants  are  then  interviewed 
by  the  MEPS  physician,  where  indi- 
vidual case  by  case  evaluation  is  done. 
If  a question  arises,  the  doctor,  with 
the  assistance  of  the  medical  staff  and 
the  medical  regulations,  will  make 
the  final  determination  as  to  the  fitness 


...this  is  where  the  Army  matches 
a job  to  the  appiicant... 


Army  matches  a job  to  the  applicant 
according  to  the  Army’s  needs  and  the 
applicant’s  aptitude,  which  is  deter- 
mined by  the  battery  of  tests  taken 
earlier. 


during  the  processing  day,  before  dis- 
qualification is  determined  by  the 
MEPS  physician.  Recruiters  need  to 
caution  applicants  about  excessive 
drinking  before  a blood  pressure  test. 
Even  drinking  24  hours  before  the  test 
can  severely  effect  the  eligibility  of  an 
applicant’s  test. 


of  the  applicant. 

If  an  applicant  fails  any  portion  of 
his  or  her  physical,  they  will  be  told  at 
that  point  and  given  the  option  to 
either  continue  the  physical  or  end 
their  processing. 

The  Army  Liaison  Section  is  the 
next  stop.  Naturally,  this  is  where  the 
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Processing*  • • 

a closer  look 


The  most  often-made  mistakes  by 
recruiters  are  incomplete  packets, 
mission  waivers,  unverified  social 
security  numbers  and  undetected  law 
violations.  The  most  important  re- 
cruiter-controlled document  in  an 
applicant’s  packet  again,  is  the 
MEPCOM  Form  714-A.  This  same 
document,  used  to  let  an  applicant 
test,  is  now  used  by  the  Army  counsel- 
ors to  retrieve  information  about  the 
applicant  from  their  computer.  (See 
sidebar)  The  information  comes  back 
based  on  the  social  security  number, 
and  tells  the  counselor  what  jobs  are 


. . . tells  the  counselor 
what  jobs  are  available 
to  the  applicant  . . . 


available  to  the  applicant.  If  the  in- 
formation given  the  computer  is  wrong, 
the  applicant  will  face  long  delays  and 
possibly  be  held  over  another  day  to 
finish  processing. 

Enlistment  contracts  are  then  typed 
in  finalized  form,  finger  prints  and 
National  Agency  Checks  are  completed, 
and  MEPS  personnel  ask  each  appli- 
cant if  they  understand  everything 
they  have  signed,  and  that  they  under- 


stand what  job  they  will  have.  Appli- 
cants are  also  asked  if  there  is  anything 
they  have  not  told  their  recruiter  or 
guidance  counselor  concerning  law  or 
drug  violations,  etc.,  before  their 
packets  are  returned  to  the  counselors 
for  final  verification. 

Then  and  only  then  is  an  applicant 
able  to  raise  his  right  hand  and  repeat 
the  oath  of  enlistment. 

There  are  still  other  processing  and 
paperwork  mistakes  that  delay  and 
deny  processing,  but  they  occur  on  a 
more  infrequent  basis. 

For  the  most  part,  the  system  works 
very  well.  Cooperation  between  MEPS 
and  recruiters  for  all  branches  of  the 
service  runs  smoothly,  as  evidenced 


MEPS  medical  personnel  will  give  blood 
pressure  tests  to  borderline  applicants 
three  separate  times  during  the  processing 


by  successful  mission  accomplish- 
ments. 

Before  sending  your  applicants  to 
the  MEPS,  give  them  as  much  perti- 
nent information  as  possible.  What 
you  take  for  granted,  might  be  com- 
pletely foreign  to  a young  applicant 
in  a strange  city  and  away  from  home 
for  the  first  time.  Directions,  what  to 
expect,  what  to  do  if  a problem  arises, 
and  how  to  get  hold  of  you,  are  all 
valuable  pieces  of  information  to  an 
applicant. 

Lastly,  the  MEPS  personnel  are 
more  than  happy  to  answer  questions. 
It  makes  their  job  easier  in  the  long 
run,  and  it  helps  recruiters,  too.  If  a 
question  arises,  call  MEPS  first.  !j? 


day  before  a disqualification  determina- 
tion is  made  by  the  MEPS  physician. 
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New  ideas 


for 


scliool  lists 


Story  by  Chris  Phillips 
Omaha  DRC 

A complete  high  school  list  is  a 
valuable  tool  that  recruiters,  area 
commanders  and  education  coordina- 
tors strive  to  gain  from  each  school 
within  their  areas  of  responsibility. 
Terry  Palensky  and  Russ  Fleming, 
two  of  the  Omaha  DRC’s  education 
coordinators,  explored  new  avenues 
and  achieved  notable  success  at  obtain- 
ing lists. 

Russ  Fleming,  the  Omaha  DRC’s 
education  coordinator  in  Sioux  Falls, 
SD,  knew  that  school  districts  in  south 
Dakota  must  report  the  names  and 
addresses  of  their  students  to  the  state’ s 
commissioner  of  schools  and  public 
lands  for  documentation  of  state  aid. 
He  contacted  the  commissioner  and 
explained  why  the  Army  needed  the 
information.  The  commissioner  agreed 
and  provided  Mr.  Fleming  with  school 
census  information  for  every  school 
in  South  Dakota ...  over  138, 000  names 
in  all. 

School  census  information  should 
not  be  confused  with  the  US  popula- 
tion census.  School  census  information 
usually  contains  the  student’s  name, 
address,  sex,  date  of  birth  and  grade. 
Some  school  census  contain  area  codes 
and  phone  numbers  and  even  parents’ 
names. 

School  census  are  normally  public 
information,  but  there  is  usually  a 
cost  for  duplicating  the  information  if 


the  office  does  not  want  the  census  to 
leave  the  building. 

Although  Mr.  Fleming  has  pro- 
cured school  census  informtion  for 
every  school  in  South  Dakota,  re- 
cruiters are  still  encouraged  to  attempt 
to  get  high  school  lists  from  the  schools. 
The  reason  is  that  recruiters  must 
keep  the  lines  of  communication  with 
the  school  officials  open  in  case  access 
to  school  census  data  is  closed.  None- 
theless, when  a recruiter  is  unsuccess- 
ful in  his  attempts  to  gain  a list,  Mr. 
Fleming  provides  him  one  from  the 
commissioner’s  data. 

Terry  Palensky,  the  Omaha  DRC’s 
educational  coordinator  in  Omaha, 
faced  a more  complex  problem  in 
Nebraska.  There,  the  commissioner 
of  schools  and  public  lands  does  not 
keep  detailed  information  on  the  stu- 
dents in  the  schools.  Palensky  re- 
searched the  problem  and  learned  that 
county  superintendents  in  Nebraska 
did  have  the  lists. 

Palensky  has  begun  contacting  Ne- 
braska’s county  superintendents,  start- 
ing with  the  largest  school  systems  in 
Nebraska.  Those  superintendents  and 
others  in  smaller  counties  have  pro- 
vided him  with  school  census  data 
that  includes  names,  addresses,  phone 
numbers,  genders  and  birth  dates  for 
all  students,  kindergarten  through 
twelfth  grade,  plus  all  Nebraskans 
who  have  graduated  within  the  past 
two  years.  The  information  has  been 


duplicated  and  provided  to  the  appro- 
priate recruiting  stations. 

“IF  we  never  got  another  list,”  says 
Palensky,  “this  data  would  give  us 
high  school  lists  through  FY94.  But 
we  can  do  better  than  that.  The  lists 
are  updated  twice  a year,  so  we  know 
the  information  is  correct.” 

Palensky  plans  to  continue  contact- 
ing county  district  superintendents 
until  he  has  a list  for  every  high  school 
in  Nebraska. 

A somewhat  different  approach  has 
proven  successful  for  Palensky  in 
Iowa.  The  Omaha  education  coordi- 
nator found  out  that  most  of  the  high 
schools  in  western  Iowa  store  high 
school  census  information  on  com- 
puters with  a large  school  system  or 
college.  He  discovered  that  many 
school  officials  who  will  not  provide 
lists  themselves  are  willing  to  give 
permission  to  the  college  to  release 
the  information. 

“The  key  to  success  in  gaining  high 
school  lists  from  unconventional 
sources,”  explains  Palensky,  “is  to 
keep  in  mind  that  each  state  is  differ- 
ent. What  works  in  one  state  won’t 
necessarily  work  in  another.  It’s  the 
responsibility  of  the  command  to  re- 
search the  state’s  methods  of  handling 
this  information  and  to  contact  the 
people  who  can  provide  the  informa- 
tion. The  best  approach  is  determined 
by  the  individual  situation  in  the  state 
in  question.”  y 
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Update 

Women  in  the  Army  report 

Army  Deputy  Chief  of  Staff  for  Personnel,  LTG 
Maxwell  R.  Thurman,  recently  provided  an  update  on 
current  planning  to  carry  out  the  decisions  recommended 
in  the  “Women  in  the  Army  (WITA]  Policy  Review 
Group”  report  of  November  12,  1982. 

Due  to  become  part  of  Army  life  as  a result  of  the 
report  is  the  Gender- Free,  Physical-Demands  Analysis, 
which,  Thurman  said,  will  be  accomplished  through  the 
“Military  Enlisted  Physical  Strength  Capacity  Test  Bat- 
tery” in  FY 1984.  The  test,  once  its  validation  is  completed 
at  Ft.  Jackson,  SC,  and  if  it  is  approved,  will  be 
introduced  into  each  MEPS  by  October  1,  1983.  After 
that  date,  new  accessions  will  be  physically  tested  so  as 
to  ensure  that  each  soldier,  both  male  and  female,  has  the 
physical  capacity  to  accomplish  all  the  tasks  associated 
with  his  or  her  specialty. 

Thurman’s  update  also  reviewed  the  actions  leading 
up  to  the  Army’s  current  posture  on  women  and  described 
how  that  posture  will  contribute  to  Army  combat  readi- 
ness and  to  the  career  opportunities  of  both  male  and 
female  soldiers. 

Among  the  actions  taken  thus  far  was  the  decision  to 
increase  the  Army’s  female  enlisted  population  by  some 
5,000  members,  to  total  about  70,000  by  the  end  of  fiscal 
year  1987. 

The  report  dealt  with  the  combat-erxclusion  policy 
and  with  the  new  program  for  analyzing  MOS  related 
physical  demands  on  both  male  and  female  soldiers. 

As  a result  of  its  study,  the  Army  found  23  specialties 
that  had  to  be  added  to  the  combat-exclusion  list  of  38 
specialties  already  closed  to  women,  for  a total  of  61. 
Notwithstanding  these  closures,  83  percent  of  the  Army’s 
350  specialties  remain  open  to  women  soldiers. 

As  the  review  group  examined  the  issue  of  combat 
exclusion,  it  developed  a Directo-Gombat-Probability 
Goding  System  that  was  designed  to  provide  greater 
resolution  to  the  existing  combat-exclusion  policy  by 
identifying  those  positions  in  Army  units  with  the  highest 
probability  of  routine  engagement  in  direct  combat. 

A numerical  coding  system  (P1-P7)  was  employed 
representing  the  relative  risks  of  engaging  in  direct 
combat  for  military  members  serving  in  TOE/TDA  posi- 
tions in  the  Total  Army. 

Gode  PI  represented  high  combat  probability,  and  P7 
represented  no  direct  combat  probability.  The  decision 
was  made  to  exclude  women  from  assignment  to  those 
positions  coded  PI.  Thurman  said  that  since  the  decision 
has  been  made  to  adopt  the  “Direct  Gombat  Probability 
Going  System,”  it  must  become  part  of  the  Army’s 
structural  fabric,  and  thus  be  applied  to  all  organizations 
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by  inclusion  in  their  authorization  documents  as  soon  as 
possible. 

What  about  the  1,271  women  who  already  are  serving 
in,  or  are  scheduled  to  serve  in,  the  23  specialties  now 
added  to  the  “closed”  list?  Of  those  women,  801  are  first- 
term  enlistees,  462  are  in  their  second  or  subsequent 
enlistment,  and  eight  are  awaiting  call  to  active  duty  in 
the  “Delayed  Entry  Program.”  Transitioning  these  soldiers 
from  the  closed  specialties  to  alternative  ones,  taking 
into  account  both  the  Army’s  readiness  needs  and  the 
career  development  needs  of  the  individual,  will  require 
one  of  five  determinations,  said  Thurman: 

a.  Women  who  have  enlisted  under  the  Delayed  Entry 
Program  for  one  of  the  23  specialties  will  be  offered  the 
chance  to  renegotiate  their  enlistment  contracts.  If  the 
soldier  desires  not  to  accept  another  enlistment  option 
for  which  she  qualified,  she’ll  face  separation  because  of 
the  Army’s  inability  to  fulfill  its  contractual  obligations. 

b.  If  the  affected  soldier  has  received  her  reenlistment 
control  number  before  February  28,  1983,  the  Army  will 
encourage  her  to  consider  renegotiation  for  another 
specialty.  If  she  does  not  desire  any  other  specialty  for 
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which  she  is  qualified,  the  Army  will  honor  its  reenlist- 
ment commitment  made  to  her  for  a last  reenlistment  in 
the  closed  specialty. 

c.  If  the  affected  soldier  now  is  taking  initial-entry 
training,  she,  too,  will  be  given  the  chance  to  renegotiate 
her  enlistment  contract  so  as  to  enlist  in  another  specialty 
for  which  she  qualifies.  Should  she  decline  the  offer  of 
that  specialty,  she’ll  be  allowed  to  separate  from  service 
because  of  the  Army’s  inability  to  fulfill  its  contractual 
obligations.  If  she  desires  neither  separation  nor  renego- 
tiation for  another  specialty,  she  will  be  permitted  to 
serve  the  remainder  of  her  enlistment  in  the  closed 
specialty. 

d.  Women  currently  serving  in  the  affected  specialties 
may  continue  to  serve  the  remainder  of  their  current 


contracts  unless  they  choose  to  apply  for  voluntary 
reclassification.  Those  who  choose  not  to  undergo  volun- 
tary reclassification  and  who  still  want  to  remain  in 
service  will  be  required  to  select  another  specialty  at  the 
next  ETS/reenlistment  or  at  the  overseas  PCS  point  — if 
reenlistment  is  required  to  meet  tour-length  obligation. 

e.  Reenlistment  and  reclassification  will  be  targeted 
to  place  the  affected  soldier  in  one  of  the  Army’ s shortage 
skills,  where  greater  career  opportunity  beckons,  com- 
mensurate with  the  soldier’s  qualifications. 

Thurman’s  update  noted  that  any  personnel  turbulence 
in  the  transition  can  be  minimized  by  actions  over  a 6- 
year  period  through  the  normal  personnel  cycle.  “We 
have  analyzed  the  available  data  to  provide  the  best  three 
MOS  choices  for  each  soldier,”  said  Thurman.  (ARNEWS) 


S Recruiter  Aid 


Do  you  have  an  EFM? 


Do  you  have  a family  member  who  fits  one  of  the 
following  criteria? 

• The  family  member  is  exceptionally 
talented  or  gifted  and  requires 
the  availability  of  specialized 
educational  facilities. 

• The  family  member  has  significant 
learning  disabilities  which  re- 
quires the  availability  of  specialized 
educational  facilities. 

• The  family  member  has  a signifi- 
cant medical  condition  which 
requires  the  availability  of  spec- 
ialized medical  treatment. 

If  you  answered  ‘yes’  to  one  or  more  of  the  above 
criteria,  then  you  may  be  eligible  for  enrollment  in  the 
Exceptional  Family  Member  (EFM)  program.  This  pro- 
gram was  established  to  facilitate  the  assignment  of 
soldiers  with  an  EFM  to  areas  where  the  necessary 
medical  or  educational  facilities  are  available. 

Officials  estimate  that  there  are  as  many  as  30,000 
EFM  throughout  the  Army.  However,  only  2,400  indivi- 
duals are  currently  enrolled  in  the  program.  As  a result, 
many  soldiers  with  EFM  are  assigned  to  areas  where  the 
necessary  medical  or  educational  facilities  are  not  avail- 
able. 

The  Army  is  currently  automating  this  program.  Sol- 
diers enrolled  have  been  provided  a questionnaire  re- 
questing the  specific  educational  or  medical  needs  of  the 
EFM.  This  information  is  being  collected  and  computerized 
by  the  Department  of  the  Army.  At  the  same  time,  the 
Army  is  collecting  and  computerizing  world- wide  infor- 
mation on  specialized  educational  and  medical  facilities. 

This  information  will  provide  assignment  managers 


with  improved  capability  to  match  the  specific  educational 
or  medical  needs  of  a soldier  with  an  EFM  with  facilities 
Army- wide. 

Enrollment  in  the  EFM  program  is  not  automatic; 
soldiers  must  apply.  The  first  step  is  to  obtain  supporting 
statements  and  documentation  from  medical  or  educa- 
tional experts  who  are  familiar  with  the  specific  circum- 
stances of  the  family  member  involved.  The  statements/ 
documentation  must  clearly  state  the  specific  medical  or 
education  circumstances  involved  and  what  specific 
facilities  must  be  available  to  the  family  member. 

The  statements/documentation  must  reflect  that  the 
family  member  would  face  significant  hardships  if  as- 
signed to  an  area  in  which  the  specialized  medical  or 
educational  facilities  were  not  available. 

Once  the  supporting  statements/documentation  are 
obtained,  soldiers  applying  must  submit  a Personnel 
Action  Request  (DA  Form  4187).  Your  PSNCO  can  assist 
in  the  preparation  of  the  form.  The  request  along  with  the 
statements/documentation,  is  forwarded  through  com- 
mand channels  to  MILPERCEN  where  a final  decision  is 
made.  If  approved,  enrollment  is  effective  for  three 
years.  If  the  conditions  still  exist,  soldiers  must  reapply 
for  continued  enrollment. 

To  be  considered  for  assignment  to  an  area  with 
specialized  facilities,  there  must  be  a record  of  enrollment 
in  the  EFM  program.  Applications  submitted  and  approved 
after  assignment  notification  will  not  change  the  current 
assignment  instructions;  however,  the  enrollment  will  be 
considered  during  subsequent  assignment  selections. 

The  Army  has  a good  program  to  help  soldiers  with 
exceptional  family  members;  however,  each  soldier 
involved  must  do  his  part  to  make  the  program  work. 
(SSG  Rod  Epp,  USAREC  QOL) 
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S Rings  and  Things 

Recent  recipients  of  recruiter  rings  and  gold  badges  appear  below.  Inquiries 
concerning  these  listings  may  be  addressed  to  the  USAREC  Awards  Branch,  or 
phone  AV  459-3871,  commercial  (312]  926-3036. 


PORTLAND 

SFC  David  Suckow 


RALEIGH 

SFC  Jack  Burnett 
SSG  Evon  Digregorio 
SFC  Samuel  Faison 
MSG  Joseph  Galloway 


RECRUITER  RINGS 


ATLANTA 

MSG  Tommy  Burrell 
SSG  James  Calnan 
MSG  George  Fann 
MSG  Theodore  Sanders 
MSG  Geral  Todd 

BALTIMORE/ 

WASHINGTON 

SFC  Cheryl  Carmine 
SSG  James  Horsey 
SFC  Franklin  Jones 
MSG  Charles  Lewis 
SFC  Ronald  Stinsman 
MSG  Wallace  Wenzel 

BOSTON 

SFC  Brian  Croutear 

CLEVELAND 

Mr.  Clifford  Bell 
SFC  Mack  Gatling 

COLUMBIA 

SFC  Timothy  Jones 
SFC  Jerry  Mabrey 
Mr.  Julius  Niven 

DETROIT 

SFC  Curtis  Flournoy 
SFC  Bobby  Jones 
MSG  Dwayne  Tarsi 


HARRISBURG 

SFC  Chester  Harer 
SFC  Nathan  Matthews 
SFC  Aaron  Renninger 

HONOLULU 

SFC  William  Herring 

JACKSON 

Mr.  John  Driver 

JACKSONVILLE 

SFC  James  Broughton 
SFC  Richard  Hamel 
Mr.  Lawrence  Lewis 
SFC  William  Nason 
SFC  Michael  Roberts 
SFC  William  Rodriguez  - 
SFC  George  Sanford 
SFC  James  Sullivan 
SFC  William  Wright 

KANSAS  CITY 

SFC  James  Carvel 
SFC  Willie  Kelly 
SFC  Wayne  Maitlen 
SFC  Charles  Sirratt 

LANSING 

SSG  Alfred  Padilla 


LITTLE  ROCK 

SFC  Ernest  Tolly 


LONG  ISLAND 

SFC  Joyclyn  Alexander 
SFC  John  Hendrickson 


MIAMI 

SFC  Donald  Cooper 


MINNEAPOLIS 

^7^^'SFC  Michael  Groothoff 
SFC  Blake  Oehme 


NASHVILLE 

SFC  Ronald  Barnett 
SFC  William  F.  Head 


OMAHA 

SFC  David  Pierce 
MSG  James  Schultz 


PITTSBURGH 

SSG  John  Boyko 


GOLD  BADGES 


ALBUQUERQUE 

SFC  James  Crauswell 
SSG  Patrick  M.  McBride 
SFC  jean  M.  Valdez 

ATLANTA 

SFC  ortha  P.  Allen 
SFC  Clarence  Ford,  Jr. 

BALTIMORE/ 

WASHINGTON 

SSG  William  B.  Gritzer 
SSG  William  A.  Gunter 
SSG  Joseph  B.  Me  Griggs 
SSG  Eugene  D.  Smith 
GS7  Gary  Thomas 


BOSTON 

SSG  Paul  Belisle 
SFC  Robert  J.  Bernard 
GS7  George  Douglas 
SGT  George  R.  Downing,  Jr. 
SFC  Carl  D.  Hazen 


CHARLOTTE 

SFC  James  M.  Dollarhite 
SSG  Leonard  C.  Lewis 


CHICAGO 

SSG  Walter  R.  Hagans 
SFC  Wilbert  Neal 


CINCINNATI 

SFC  Jimmy  Brown 
SSG  Larry  G.  Featherstone 
SSG  Jorge  Flores 
SFC  Bruce  A.  Hamel 


CLEVELAND 

SSG  Romeo  L.  Hebert 
SSG  Joyce  C.  Hill 


COLUMBIA 

SFG  Herbert  Booker 
SFC  benjamin  Hancock 
SSG  Oscar  L.  Howard 


RICHMOND 

Mr.  Earl  Gentry 

SALT  LAKE  CITY 

SSG  Donald  Young 

SAN  ANTONIO 

SSG  Raymond  Rodriguez-Torres 

SANTA  ANA 

SSG  Norbert  Mundo 

SYRACUSE 

SSG  Richard  Baeusejour 


COLUMBUS 

SSG  James  E.  Chaney 
GS7  Richard  Davis 
SSG  Paulette  Merrell 
SGT  Robert  L.  Sowder 
SFG  Ralph  D.  Staley 

DES  MOINES 

SSG  Mark  A.  Levingston 

DETROIT 

SSG  Jeffery  Conaway 
SFC  Eddie  Finney 
GS7  Jerry  L.  Hinson 
MSG  Allan  G.  Morgan 
SSG  Lex  M.  Newman 
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FORT  MONMOUTH 

SFC  Charles  H.  Searles 

HARRISBURG 

SSG  Robert  R.  Belton 
SSG  Thomas  L.  Frable 
SGT  Joseph  N.  Morgan,  Jr. 
SFC  Ervin  T.  Schalitzky 

HONOLULU 

SFC  Daniel  M.  Finona 
GS7  Allen  J.  Smith,  Jr. 

HOUSTON 

SFC  Joe  E.  Jackson 

INDIANAPOLIS 

SSG  Stephen  M.  Ghasteen 

JACKSONVILLE 

SFC  Gary  Patrick 

KANSAS  CITY 

SSG  Owen  G.  Deppe 
SGT  Joseph  M.  Drake 
SFC  Daniel  L.  Floyd 
SFC  Darrell  G.  Ihlenfeldt 
SFG  Patrick  P.  Porter 
SFC  William  W.  Stotz 

LANSING 

SGT  Kristine  L.  Johnson 
SSG  Clarence  F.  Lints 
SSG  Frederick  J.  Mottern 
SSG  Wade  E.  Rippy 
SFC  Randy  D.  Shull 
SSG  Thomas  K.  Stehle 


LITTLE  ROCK 

SFC  Bobbie  J.  Bass 
SFC  Perry  W.  Meeks 

LONG  ISLAND 

SFC  Arnold  E.  Fripp 
SSG  Gregory  L.  O’Neal 

LOS  ANGELES 

SFG  Gary  Webb 
SSG  Jessie  A.  Murphy 

LOUISVILLE 

SFC  Timothy  M.  Breslin 

MILWAUKEE 

SSG  Larry  D.  Broadley 
SSG  Donald  H.  Horstmann 
SSG  David  J.  Repolesk 
GS7  Lawrence  Robe 
SFC  Ricky  A.  Sandlin 

MINNEAPOLIS 

SGT  Ronald  D.  Brown 
SSG  Ronald  B.  Buster 
SFC  Larry  A.  Eklund 
SSG  Tommy  McGill 
SSG  Sherman  Miller,  Jr. 
SFC  James  A.  Norton,  Jr. 
SSG  Joseph  S.  Opiola 
SSG  Joseph  S.  Roskowinski 
GS7  James  M.  Stanton 
SSG  Jerry  K.  Yates 
SSG  Gharles  W.  Ziegler 


MONTGOMERY 

SSG  Audley  Anderson 
SFC  Dacil  L.  Bowers 
SGT  Teakilla  Parker 
SSG  Sharon  A.  Paylor 
SSG  Terry  S.  Wilson 


NASHVILLE 

SSG  George  D.  Carpenter 
SFC  Charlie  Mooney 
SSG  Ulas  D.  Thornton 

NEW  HAVEN 

SSG  Angel  Munoz-Vega 
SFG  Glayton  A.  Therrien 
SFG  Bobby  J.  Westbrook 
SGT  Thomas  Wright 

NEW  ORLEANS 

SFG  Harold  J.  Stringer,  Jr. 

NEWBURGH 

GS7  Rudy  Brown 
SGT  Donald  S.  Nugent 

OKLAHOMA  CITY 

SSG  Francis  Gorman 

OMAHA 

SFC  Dalton  D.  Jose 

PEORIA 

SSG  Jimmy  L.  Booker 
SGT  Hosieethe  Hughes 


SSG  Barbara  Y.  Jackson 
SFC  Michael  James 
SFC  Paul  Parker 
SSG  Walter  S,  Sidbury 
SFC  Clarence  Ware 
SSG  Jimmie  L.  White 

PHILADELPHIA 

SSG  Larry  Beideman 
SSG  Terry  L.  Pingitore 
SSG  Gwendolyn  E.  White 

PHOENIX 

SSG  John  A.  Sayre 

PORTLAND 

SSG  Robert  D.  Angeli 
SFC  Gregory  Harestad 
SFC  Billy  Mathis 
SSG  Donald  R.  Me  Glasson 
SSG  Debra  S.  Poppitz 
SFC  Bruce  D.  Sharp 

RALEIGH 

SFC  Michael  Knuckles 
GS7  Boycie  J.  Williams 
SFC  Tommy  Woodruff 

SAN  ANTONIO 

SFC  Juan  P.  Rosas 

SAN  JUAN 

SFC  Luis  Morales 

ST  LOUIS 

SFC  Richard  W.  Bales 


IS  Diagnosl^ic  Test 


February  1 983  Answers 


1 . c - (USAREC  Reg  350-7,  chap  2,  sec  I,  para  2-3b). 

2.  b - (USAREC  Reg  350-7,  chap  2,  apdx  C,  para  3b(2)). 

3.  A-  (USAREC  Reg  350-7,  chap  2,  apdx  F,  sec  III,  para  2- 
1 1 b(5)). 

4.  b - False  - (AR  601  -210,  chap  3,  table  9,3-1,  rule  HI  .a). 

5.  c - (AR  601-210,  chap  4,  sec  i,  para4-3a(1),  (2)  and  b). 

6.  c - (AR  601-210,  chap  5,  sec  III,  para  5-10c(5)). 

7.  c - (AR  601-210,  chap  2,  table  2-1,  rule  C.  Note: 
Applicants  under  16  years  of  age  will  not  be  given 
ASVAB  (8,  9-10)  test  or  physical  exam). 

8.  b - (AR  601  -21 0,  chap  2,  table  2-2,  footnote  2). 

9.  d - (AR  601  -21 0,  chap  3,  table  3-1 , rule  A3). 




Inquiries  regarding  test  questions  and  answers  may  be 
addressed  to  USAREC-USARCRO-T  or  phone  AV  459-3954, 
commercial  (312)  926-3954. 


to.  b- (AR  601-210  chap  3,  table  3-6). 

11.  d - (USAREC  Reg  350-7,  chap  2,  sec  II,  para  2-5). 

12.  c - (USAREC  Reg  350-7,  chap  2,  sec  V,  2-28c). 

1 3.  b - (USAREC  Reg  350-7,  apdx  C,  para  2b). 

14.  b - (AR  601  -21 0,  chap  5,  sec  XV,  para  5-49). 

15.  a - (AR  601  -21 0,  chap  5,  sec  XIX,  para  5-64b(1 )). 

16.  b - (USAREC  Reg  350-7,  chap  3,  sec  I,  3-4a). 

17.  a - True  - (USAREC  Reg  350-7,  chap  2,  sec  IV,  2-1 8j). 

18.  e - (USAREC  350-7,  chap  3,  apdx  E,  3). 

1 9.  d - (USAREC  Reg  350-7,  chap  3,  sec  V,  3-1 8b(1 )). 

20.  b - (USAREC  Reg  350-7,  chap  2,  apdx  D 2(c)). 
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Diagnostic  Test 
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1.  An  RA  applicant  who  has  successfully  completed  30-59 

classroom  semester  hours  of  an  accredited  college  program  may 
be  enlisted  in  pay  grade  . 

a.  E-3,  with  advancement  to  E-4  after  1 2 months  of  active 
military  service. 

b.  E-2 

c.  E-3 

d.  E-3,  with  advancement  to  E-4  after  6 months  of  active 
military  service. 

2.  Courtesy  enlistments  for  RAor  USAR  within  Conus  maybe 

authorized  only  in  exceptional  cases. commanders  may 

authorize  such  enlistments. 

a.  Station  c.  RRC 

b.  DRC  d.  Area 

3.  The  total  number  of  ROTC/SMP  participants  assignedto  a 
Major  US  Army  Reserve  Command  (MUSARC)  at  any  one  time 

will  not  exceed  of  the  authorized  total  (officer  and  enlisted) 

strength  of  that  command. 

a.  3 percent  c.  5 percent 

b.  4 percent  d.  None  of  the  above. 

4.  The  Army  Physical  Fitness  and  Weight  Control  programs 

are  found  in  . 

a.  AR  40-501  c.  AR  600-9 

b.  AR40-3  d.  AR  600-10 

5.  An  applicant  who  did  not  complete  high  school,  but  has 
been  accepted  by  an  accredited  college  for  full-time  attendance 
and  has  completed  at  least  1 5 semester  hours  or  22.5  quarter 
hours  may  be  enlisted  as  a high  school  diploma  graduate. 

a.  True b.  False 

6.  What  are  the  two  phases  to  every  sale? 

a.  Rapport  and  the  Sale.  c.  Sale  and  Referral. 

b.  Sale  and  Followup.  d.  None  of  the  above. 

7.  The  VEAP  entitlement 

a.  Maybe  used  only  for  an  undergraduate  program  for  study 
leading  to  a baccalaureate  degree. 

b.  May  be  used  for  any  continuing  education  program 
approved  for  payment  of  VA  benefits. 

c.  May  not  be  used  for  remedial,  high  school  completion, 
vocational  or  technical  training  programs. 

d.  May  not  be  used  for  postgraduate  programs  of  study. 

8.  Military  family  members  are  required  to  use  military  or 
other  federal  medical  treatment  facilities  (MTF)  for  non- 
emergency inpatient  hospital  care  if  the  soldiers  residence  is 

a.  within  40  miles.  c.  within  1 00  miles. 

b.  within  50  miles.  d.  within  25  miles. 

9.  Disposition  on  a priority  (D)  REACT  card  must  be  reported 
back  to  the  REACT  center  within 

a.  45  days  c.  75  days 

b.  60  days  d.  None  of  the  above. 

1 0.  One  of  the  major  recruiting  activities  to  be  included  in  the 
development  of  a time  management  plan  is 

a.  Telephone  prospecting,  c.  confirmed  appointments. 

b.  high  school/college  d.  All  of  the  above. 

activities. 


11.  A waiver  request  for  an  adult  felony  will  not  be  submitted 

until  a period  has  elapsed  since  the  termination  of 

probation,  or  in  cases  where  no  probation  was  imposed,  from 
the  date  of  conviction/adjudication. 

a.  6 months  c.  1 year 

b.  30  days  d.  None  of  the  above; 

depends  on  time  spent  in 
jail. 

1 2.  DD  Form  369,  Police  Records  Check  will  be  used  only  for 
INT  NAC/NAC  Interview  only  by: 

a.  non-prior  service  applicants  who  are  US  citizens. 

b.  all  applicants  enlisting  into  the  RA  or  USAR. 

c.  non-prior  service  applicants  to  include  immigrantaliens 
not  requiring  a security  clearance. 

d.  All  prior  service  applicants  who  are  aliens  requiring 
security  clearance. 

1 3.  Division  IV  (Monthly  Suspense  File)  of  the  Recruiter  Pros- 
pect Card  File  is  used  for  . 

a.  recruiters  who  do  not  like  Division  V (General  Reservoir 
File) 

b.  200  Cards  on  applicants  that  are  not  interested  in 
enlisting  because  they  are  on  probation  for  a felony 

c.  the  Station  Commander  to  monitor  recruiter  activities. 

d.  Prospect  Cards  on  applicants  who  are  to  be  contacted 
in  a month  other  than  the  current  month 

14.  USAREC  Regulation  350-7  applies  to  . 

a.  all  RA  and  USAR  c.  all  recruiting  personnel 

recruiters  only 

b.  all  RA,  USAR  and  d.  None  of  the  above. 

National  Guard  recruiters 

1 5.  The  code  block  to  the  right  of  each  leads  name  on  the  LRL 
(USAREC  539)  indicates  the  leads  final  disposition  only. 

a.  False 

a.  True b.  False 

16.  Contacting  of  high  school  juniors  off  USAREC  Form  539 

Lead  Refinement  Lists  will  begin  in  the  timeframe. 

a.  September/October  c.  June/July 

b.  April/May  d.  January/February 

17.  Is  the  diagnostic  test  in  the  All  Volunteer  an  open  or  closed 
book  test? 

a.  Open  b.  Closed 

18.  Persons  who  prepare,  control,  and  transmit  applicant 
enlistment  records  and  forms  will 

a.  complete  and  assemble  all  required  forms. 

b.  compare  similar  entries  and  verify  any  discrepancy  with 
the  applicant. 

c.  establish  that  entries  on  forms  are  correct  before  signa- 
tures are  obtained. 

d.  All  of  the  above. 

19.  Birth  date  on  USAREC  Form  200  will  be  entered  as 

a.  year,  day  and  month.  c.  month,  day  and  year. 

b.  day,  month  and  year.  d.  All  of  the  above. 

20.  The  Recruiting  Basic  Management  System  (RBMS)  is 
defined  as  the  interface  among  the  basic  recruiting  tools:  The 
Recruiting  Prospect  Card  File,  Planning  Guide  and  Lead  Refine- 
ment List  (LRL). 

a.  True b.  False 
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by  CPT  Howard  L.  Warden 
100th  Division  MTC 
Louisville,  KY 

Young  men  who  want  to  work  with 
computers  and  space-age  technology 
should  consider  a career  as  a tank 
turret  mechanic — MOS45N/T.  Soldiers 
in  this  challenging  military  occupa- 
tional specialty  are  charged  with 
keeping  the  Army’s  tank  fleet  ready  to 
perform  its  mission  at  a moment’s 
notice. 

What  kind  of  skills  does  the  Army 
expect  a person  to  have  to  enter  this 
challenging  field?  None.  The  Army 
expects  only  three  things:  a good  atti- 
tude, self-motivation  and  a desire  to 
learn.  The  rest  the  Army  supplies— 
free  of  charge. 

After  basic  training,  soldiers  enlisted 
for  MOS  45N  or  45T  report  to  Ft. 
Knox  for  10  weeks  of  advanced  indi- 
vidual training.  They  first  learn  basic 
principles  of  electricity,  hydraulics 
and  the  use  of  Army  technical  manuals 
and  diagnostic  test  equipment.  These 
skills  provide  the  foundation  for 
everything  else  they  will  learn  during 
training. 

Students  then  master  other  skills 
including  troubleshooting  electrical 
cables,  bleeding  hydraulic  systems, 
disassembling  the  tank  main  gun,  per- 
forming computer  self-tests,  purging 
and  charging  sighting  equipment  and 
synchronizing  the  main  gun  system  so 
the  tank  gun  can  be  accurately  fired. 

During  the  10  weeks  of  instruction, 
lessons  will  be  presented  using  many 
different  methods.  Often  the  instructor 
will  introduce  a particular  system  or 
component  by  description.  He  will 
then  provide  an  in-depth  explanation 
of  its  function  and  relationship  to 
other  components  in  the  turret.  The 
students  view  video  tapes  or  program- 
med slides  that  further  reinforce  lessons. 
They  may  find  themselves  working 
with  a maintenance  training  simulator 
panel  to  complete  troubleshooting 
tasks. 

Since  students  are  by  now  proficient 
in  the  use  of  diagnostic  test  equipment, 
they  practice  troubleshooting  a parti- 
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Private  Reed  A.  Buckley  troubleshoots  mock  problems  produced  by  a maintenance 
training  simulator  panel  at  Fort  Knox.  Buckley  is  assigned  as  a tank  turret  mechanic 
with  TroopK,  107th  Armored  Cavairy,  Ohio  National  Guard.  (Photo  by  SFC  Robert  W. 
Griffin,  Ft.  Knox,  PAO) 


cular  system,  such  as  a laser  range- 
finder. After  the  student  has  found  a 
problem,  the  lessons  lead  him  step  by 
step  through  the  removal,  repair  and/or 
replacement  of  faulty  components. 

Many  of  the  tank  turret  training 
tasks  are  completed  by  students  at 
their  own  speed.  Some  difficult  tasks 
may  require  that  soldiers  work  in 
teams  or  with  an  instructor.  When 
lessons  call  for  closely  supervised 
instruction  because  of  the  sensitivity 
of  equipment  such  as  the  laser  range- 
finder system  or  the  computer  system, 
the  instructor  will  demonstrate  the 
proper  troubleshooting,  removal,  re- 
pair or  replacement  procedures.  He 
then  leads  the  class  through  the  require- 
ments step  by  step,  until  each  person 
can  perform  the  tasks  successfully 
alone. 


Upon  graduation  from  the  course 
students  are  assigned  to  Armored  or 
Armored  Cavalry  units  and  given  the 
job  of  keeping  the  unit’s  tank  turrets 
operational.  Unit  training  will  con- 
tinue to  reinforce  classroom  training. 
The  new  mechanic  will  begin  a super- 
vised on-the-job  training  program, 
usually  conducted  by  the  senior  tank 
turret  mechanic  or  the  motor  sergeant. 
During  this  apprenticeship  the  soldier 
will  have  to  perform  many  of  the  same 
tasks  that  he  has  already  mastered.  He 
will  also  learn  new  tasks  that  will 
prepare  him  for  the  journeyman  skill 
level. 

Remember,  the  individual  soldier 
must  bring  three  qualities  to  the  Army 
if  he  chooses  this  exciting  and  fast- 
moving  career  field:  a good  attitude, 
self-motivation  and  a desire  to  learn. 
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